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THE CREDIT MANUAL COMMERCIAL LAWS 


1940 Edition 


it? compendium laws and facts and guide their use 

commercial transactions covers all state and 
Federal laws relating the sale goods, the granting credit, and the collection 
accounts. gives you the laws their entirety their essential points. gives you 
explanations, interpretations, rulings, aid you understanding their business sig- 
nificance, and outlines procedures that are accordance with them. gives large 
body useful data handy reference form. 


mation most needed Whenever 
you need legal groundwork for interpreting orders; making contracts; 
ments; doing business other states; doing business with government agencies 
special forms enterprise; dealing with bankrupts; collecting accounts; etc. Whenever 


you are puzzled best business practice protect your interests—to put you ona 
firm legal footing. 


legal, sales, and administrative de- 
partments your business Scores opportunities for its consultation will arise, not 
only the credit man, but also all concerned with relations with customers. 


HOW use it? For quick, practical answers questions 


commercial laws and legal procedures 
Does this clause the letterhead affect What form lien notice required 
Michigan? this valid warehouse receipt? question title the goods? 
matter fair trade practice? The digested and classified information the 


Manual will give direct help hundreds points even more divergent scope 
than these. 


WHY sho uld use it? save trouble, time, and money 


Its 32-year record widespread use 
shows that the Manual performs real service. has repaid its cost others many 
times over, preventing missteps and losses, producing more collectible accounts, 


enabling them proceed with safety and assurance many transactions. will 
the same for you. 


—-—HAVE THE AID THIS PRACTICAL WORKING TOOL CAN GIVE—-— 
EXAMINE THE MANUAL FOR FIVE DAYS 


shall glad send you the book for five days’ free examination. Test the 
book thoroughly. Ask any question. See how useful would your 
Then, you decide keep it, send your check for $4.85, Special Price Members, 
regular price $6.50; otherwise, mail the Manual back us. 


SEND YOUR ORDER TODAY 


NATIONAL ASSOCIATION CREDIT MEN—1 Park Avenue—New York, 
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THE HOME 


INSURANCE COMPANY 


NEW YORK 


DIRECTORS 


LEWIS CLARKE 
WILLIAM GRAY 
CHARLES MEYER 
WILLIAM BOST 
WILFRED KURTH 
EDWIN BAYLES 
GORDON RENTSCHLER 
ROBERT GOELET 
HERBERT HOWELL 
MORTIMER BUCKNER 
FRANK PARKHURST 
GEORGE McANENY 
GUY CARY 
HAROLD SMITH 
HARVEY GIBSON 


STATEMENT—DECEMBER 31, 1939 
ADMITTED ASSETS 


Cash Banks and Trust Companies 15,295,880.95 
First Mortgage 300,000.00 


Premiums uncollected, days due 8,353,236.18 
Reinsurance Recoverable Paid Losses. 1,021,060.43 
Other Admitted 420,923.52 


$123,056,097.94 


LIABILITIES 
Reserve for Unearned Premiums. 


48,121,615.00 

Reserve for 848,768.58 
Funds Held under Reinsurance 173,600.52 
$123,056,097.94 


NOTE: accordance with Insurance Department requirements— 
Bonds are valued amortized basis. Insurance stocks affiliated companies are carried 
basis pro-rata share Capital and Surplus. All other securities Market valuations. 


Securities carried $3,130,503.00 and cash $50,000.00 the above Statement are 
deposited required various regulatory authorities. 


FIRE—AUTOMOBILE—MARINE and ALLIED LINES INSURANCE 
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Reputation Service 
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SHE POSTS THE LEDGER 


Posting the Kolect-a-Matic Visible Ledger far 
accounts are instantly located. 


GOVERNS CREDIT EXTENSION 


Kolect-a-Matic signals greatly facilitate 
granting credit. Every danger point 
stands out. 


BUSINESS CONTROL SYSTEM 


SHE BRINGS THE MONEY 
the clerk uses the Kolect- 


a-Matic Visible Ledger 


FINANCIAL THREE BIG JOBS 
Are lot easier NOW 


Take collections. The Kolect-a-Matic Visible Ledger 
ages every account visibly, tells you seconds who owes 
most and longest, every fact what done 
get your money back. Never previously has ledger 
contributed directly controlled collections. 

Take ledger posting. The Kolect-a-Matic Visible Ledg- 

finds wanted accounts instantly. feeds forms ma- 
chines fast they can take them. You longer search 
before you post. You longer fumble find. Here 
the most significant development bookkeeping since 
mechanical posting. 

And for credit extension. The Kolect-a-Matic Visible 
Ledger watches limits for you. Every important situation 
signalled. Right from your record accounts you take the 
guidance that catches dangerous trends before 


bookkeeping. 


serious. other ledger permits close control. 

You'll find the Kolect-a-Matic Visible Ledger per- 
fectly adaptable your conditions. You need not change 
routine essential forms—except gear procedure 
greater operating speed. And you'll 
get your savings from the moment you combine financial 
management's three most important jobs—collections, 
ledger posting, credit extension. 

Send for Remington new Kolect-a-Matic Visible 
Ledger catalog. the most graphic presentation visi- 
ble control ever published, profusely illustrated, complete 
with all the interesting facts. This new booklet yours for 
the asking—and without obligation. Just mail the coupon 
Remington Rand Inc., 465 Washington St., Buffalo, 
Y., Canada, 199 Bay St., Toronto. 


Please send the Kolect-a-Matic catalog, 199. want know how this new ledger will control 
CFM-240 
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Hothouse Statesmen 


Political expediency fast becoming menace. There 
been too frequent disregard the national welfare 

recent years, with some our legislators seeming 

have selfish interest serving only their districts 
certain pressure groups. continuation tenure 
office, too many instances, has transcended interest 
national public service. 

When pressure groups display signs strength the polls 
their demands are too frequently met—partly not wholly. 
But even partial acquiescence implies the presence basic 
truth the arguments the pressure groups that too often 
not present. The sole shred truth this: agree with 
disagree your next campaign. 

Any unfavorable political breeze, any change political 
heat, causes some our representatives wilt. have too 
many hothouse statesmen. need more the hardy per- 
ennials; less the showy annuals. 

This month recall the birthday one the world’s 
immortals. From the cradle the grave faced disadvan- 
tages and adversity. educated himself the hard way. 
fought against odds for livelihood. fidelity certain 
principles engulfed him defeat, but defeat never swerved 
him from his ideals nor the principles espoused and 
fought for. Without determination abide principles 
felt were sound, might have achieved temporary suc- 
cess and national power, but never would have become 
the towering figure the world today recognizes him 
have been. 

Periods adversity involve reverses, suffering and 
privation, but these experiences can mold strength char- 
acter. under such conditions that men strength, who 
devote their life public service, rise the stature 
statesmanship. 

And the memory the true statesmen that 
erect bronze statues symbol the permanent contribu- 
tions they made their day and age. For the true 
statesman—not the hothouse variety—who proves that 
one can face sectional and group selfishness without being 
coerced, who proclaims and then practices the only sound 
policy: public service must dedicated the national 


welfare. 


HENRY HEIMANN 
Executive Manager. N.A.C.M. 
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WAYS SAVE 
YOUR OFFICE 


Are all the reports produced your 
office actually 


you type and compute invoice 
the new equipment that does both jobs 
one operation? 


your office organized handle 
“preferred attention” items without 
disturbing the normal flow work? 


Savings made conserving time and effort office 
work are easy and immediate source 
profits. 


Are you able complete accounting 
jobs the same day they are started, 

does your present system pile fig- 
ures for month-end peak? 


help you effect such savings this year, Burroughs 
offers definite and practical suggestions for 
and eliminating useless, costly operations that 
handicap employees the efficient and 
handling office records. 


Have you ever studied one time all 
forms use your office check for 
duplications, reference value, sequence 
information, and posting procedure? 


you save time using tables 
interest factors, decimal equivalents, 
etc., calculation work? 


The local Burroughs office will glad furnish you 
complete information about the very latest ideas 
and developments for making office savings—and 
aid you determining how you can avail yourself 
them most profitably. 


the machines used your office 
have the recent advancements that 

eliminate mental calculations, extra 
copying, rehandling figures, etc.? 


Are your accounting records main- 

tained such manner that statistics 
are available quickly, without separate 


GET YOUR FREE COPY TODAY! 


This new Burroughs booklet, ‘‘Ways Save Time 
suggests how certain operations, includ- 
ing those mentioned the check-list the right, 
might shortened eliminated get the work 
done less time, with less effort, and less cost. For 
your free copy, write your own letterhead to— 


Are there periods inactivity cer- 
tain desks due clogging work 
other points? 


Have you investigated recent develop- 
ments for preparing one operation 
related records that are now being 
prepared separately? 


BURROUGHS ADDING MACHINE COMPANY 
6146 SECOND BOULEVARD DETROIT, MICHIGAN 


Are office employees obliged find 
their work different places, does 
the work flow each desk normal, 
orderly 


profits this 


the Inventory Too High? 


How Credit Executive Tell When Merchandise Figures 
Financial Statement Are Too Large 


Eugene Benjamin, Author Practical Credit Analysis,* and Credit Consultant 


How Can Credit Ex- 
ecutive Tell When Inven- 
tories Are Too High? 
The answer is— 

Whenever the inventory 
large that does not show 
yearly turnover sufficient 
insure enough gross profits 
meet business outlays and ex- 
penses. 

Whenever inventory 
figures make too great 
proportion 
working capital. 

Whenever net profit 
claimed have been realized 
too small turnover 
merchandise. 

Whenever the turnover 
merchandise smaller than the 
turnover claimed working 
capital. (This operates most 
industries which operate 


BEWARE DEAD DOLLARS! 


last month’s issue presented article 
Mr. Bullard under the above title. The incidents 
presented Mr. Bullard were quite interesting. 
However, one reader promptly wrote tell that 
Mr. Bullard did not point out way guide 
Credit Executive when making analysis 
the credit new customer, that can tell 
the prospective customer’s statement indicates “dead 
dollars” the inventory item. 

presented this problem Mr. Eugene 
Benjamin, author Practical Credit Analysis, lec- 
turer credit subjects and credit consultant 
long experience. Mr. Benjamin had written other 
helpful and interesting articles for Credit and Finan- 
cial Management. His article Nov. 1933 under 
the title “Gauging Capacity gave our readers 
interesting study how proper ratios assist the 
credit analyst getting the proper perspective 
financial and operating statements. 

The question presented Mr. Benjamin was— 
“How Can Credit Executive Tell the Inventory 
Figures Are Too High?” feel sure you will find 
his answer interesting and Editors. 


with aninventory 
16% $160,000. 

with aninventory 
17.5% $175,000. 

withaninventory 
11.5% $115,000. Equal 
turnover 8.7 times. 

with aninventory 
14.8% $148,000. 

with aninventory 
12.2% $122,000. Equal 
turnover 8.2 times. 

The “average average 
businesses” this grocers’ 
standard (for large concerns) 
showed that well conducted 
business should 
about 12.5% merchandise 
sales and consequently that 
merchandise inventory 
$285,000 was inexcusably 


out proportion and that 


moderate gross profit sales). 

Whenever speculative tendencies are shown during 
rising market. 

These indications can occasionally noted the fig- 
ures submitted, but they can more definitely ascer- 
tained making simple analysis based, not figures, 
but proportions based sales. 

These proportions are— 

The percentage Receivables Sales 
The percentage Merchandise Sales 
The percentage Liabilities Sales 

The Times Turnover Working Capital 
The Times Turnover Merchandise 

Six statements any line industry should suf- 
ficient guide make Trade Standard and arrive 
acceptable “average average businesses” conclusions 
which should the basis any criticism statement. 

illustrate—take the merchandise details from 
grocers’ standard comprising only very large corporations. 

This shows, based sales $1,000,000— 

with inventory 28.5% $285,000. Equal 


turnover 3.5 times. 


Practical Credit Analysis—Published Eugene Benjamin, 220 
Fifth avenue, New York City. Price $7.00. 
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lesser extent the inventories 
“C” and “E” were too heavy. 


But One Part Credit Situation 


course the inventory situation only one part 
the credit situation, but important one. 

“A” with merchandise turnover only 3.5 
times claims profit his business, when his competi- 
tors show the need turnover times, then 
the credit executive can certain that has been fur- 
nished with, say the least, misleading statement 
the value “A’s” inventory the business. 

Take this statement wholesale dry goods mer- 
chant which shows— 


ASSETS 


658,000 
Merchandise (equal 37.6% 

Sales turnover 2.7 times) 


Current $1,692,000 
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$1,108,000 
(practically all 

922,000 
REPORTED (equal 4.4% 


The standard for this trade showed— 
That the percentage merchandise sales 


That the Times Turnover Merchandise 
should not less than 


Outside other unfavorable pro- 
portions, easily developed simple 
analysis, this was manifestly false 
statement inventory valuation 
wholesale dry goods concern could 
merchandise turnover only 2.7 

All competitors’ statements show- 
the necessity turning mer- 
chandise least times cover 
outlays. 

This statement was evidently pre- 
pared show satisfactory current 
ratio. simple analysis the oper- 


ating ratios easily demonstrated its 
falsity. 


When Rate Turnover Too Slow 

take textile jobber general merchandise who 
showed inventory equal 30.9% sales which would 
give only 3.3 times turnover instead minimum 
requisite turnover times. Here clearly heavily 
overvalued inventory and one probably very badly as- 
sorted for selling purposes. 

executive would fully justified deducting 30% 
the claimed value the merchandise reaching his 
credit conclusion. 


take manufacturing clothier whose statement 
showed his quick position 


Receivables ..... 237,000 
Merchandise (or 34.3% Sales).. 378,000 

$640,000 


Working Capital (all and more 
With sales only $1,100,000. 


This also overvalued statement merchandise 
show acceptable current ratio. Clearly the credit 
executive should depreciate the inventory least $110,- 
000 find its real value. 

Consider the figures cotton jobber and converter, 
who showed working capital $436,000 based part 
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inventory $480,000 with sales only $940,000 
which less than times turnover. showed loss 
only $6,000 the year’s business but the inventory 
had been properly valued, the loss shown would have 
been fully $200,000. Those creditors who based their 
extension credit current ratio 2.17 had 
accept small percentage their claim bankruptcy. 

Take this unusual merchandise feature— 

Here was wholesale clothier doing volume $2,- 
278,000 year and only claiming inventory $298,- 
000. This would show turnover merchandise 
7.8 times, excellent turnover which should normally 
show very good net profit return. Instead profit, 
this business showed loss $6,000. This demonstrated 
that the capacity risk was very poor because this merchant 
evidently did not know how sell his product 
ciently large gross profit cover his 
expenses. The bad capacity risk dem- 
onstrated that this was very poor 
credit risk. 

Situations this type cannot 
generally recognized without least 
employing some simple method 
analysis bring out the facts that 
dominated this credit. The current 
ratio was satisfactory, and the pro- 
portions receivables and merchan- 
dise sales were conservative. Only 
the large turnovers transacted with- 
out resultant profit, foretold the fu- 
ture bankruptcy. 

Consider the case silk mill 
which sales $8,100,000 claimed 
net profit $1,004,000 equal 12.4% sales. This 
absurdly large profit was based greatly overvalued 
inventory, viz., $4,050,000 with only times turnover. 
This overvaluation was clearly shown the following 
year reported loss $758,000 decline $1,000,- 
000 sales. 

This shows the preponderating influence which the in- 
ventory valuation exercises credit extension. 


Ratio Inventory Sales 


not the valuation placed inventory but the 
proportions which this inventory bears the volume 
the sales, which should the important consideration 
for the credit executive. 

And one more and rather common type can con- 
being geared large volume irrespective its 
capital limitations. 

manufacturer knitted sportswear shows 
ventory $185,000 sales $2,540,000 turn- 
over 13.8 times. This should have shown good net 
this, only claimed profit $26,000 profit 
sales. This should cause enquiry especially into the 
claimed value the inventory which while not too great 
comparison sales was this case much too large 
for the capital used the business. The result shown 
the end its active season, was liabilities twice 
great they should have been for conservative under- 
taking. 
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The risk which creditors take business which 
“being pushed” this manner, very evident, and espe- 
cially industries producing merchandise quickly 
affected style changes. 

considerable extent the conclusions arrived 
above cases were reached through the use simple 
type credit analysis. 

may stated that any system formula for credit 
analysis governed and limited its effectiveness 
the capacity, knowledge and judgment the credit ex- 
ecutive who uses it. This system should not aim di- 
rect his credit judgment. Its sole aim should show 
him the existing state facts. should determine 
whether any unfavorable proportion sufficient im- 
portance govern his credit actions. 


The Turnover Ratios 


this point perhaps may permitted present 
discussion the turnover working capital and the turn- 
over merchandise its relation working capital 
presented book, follows: 

The turnover working capital and the turnover 
merchandise (in its relation turnover working cap- 
ital) are very important credit factors considered 
every merchandising business. turnover propor- 
tions have hitherto been neglected authors credit 
analysis probably because practical experience with 
the compilation Trade Standards from which authentic 
details can readily ascertained. 

The working capital determined deducting cur- 
rent liabilities from current assets. From compiling 
Trade Standards has developed— 

That, the turnover working capital, minimum 
turnover essential order bring commensurate 
profit the total capital employed, while excessive 
turnover generally results excessive liabilities. 

That when the turnover working capital smaller 
than the average turnover industry, this may 
the result having too large investment profit- 
able the owners. If, however, these cases small 
turnover working capital still find that the business 
seeking large credit, fair assume that the bal- 
ance sheet has some misleading features. 

the turnover merchandise, learn from 
Trade Standards that necessary have high mini- 
mum turnover result sufficient gross profits cover 
operating expenses, and that larger than minimum 
turnover merchandise should bring added profit. 
also learn that when large turnover merchandise does 
not show large profit, this condition generally the 
result speculative tendencies purchases which have 
not brought the resultant profits more frequently, 
that this large turnover merchandise without commen- 
surate profit demonstrates that the business geared 
the basis large sales meet overhead costs, and 
that much the purchased merchandise has had 

consequence, any larger than average turnover 
merchandise industry, without good net profit re- 
sulting, shows weak condition for credit and the 
other hand when statement shows small turnover 
merchandise with good showing net profit, would 


call for immediate investigation the truth the 
figures. 
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The mere bulk dollars invested enterprise does 
not make credit good investment. the man- 
ner which the debtor utilizes his dollars, that makes 
the credit either good, uncertain bad. 

renewed interest credit analysis basis for 


showing the proper improper use capital should 
the outcome. 


Capacity Always Factor 


One the most constructive ratios credit analysis 
the one which has relation the turnover working 
capital. 

achieving proper turnover its working capital 
every industry limited its volume the terms 
grants sales, the restriction exercises its mer- 
chandise carried over and its bank borrowing capacity. 

estimating the credit availability balance sheet 
through its turnovers, may accepted that— 

The shorter the terms granted sales, the larger the 
turnover working capital can be— 

The smaller the average inventory carried, the larger 
the turnover working capital can be— 

The larger the turnovers working capital and 
merchandise, the larger the resultant net profit should be. 

But that any extreme turnover working capital 
coupled with very high liabilities will call for due caution 
the granting credit. 

Therefore, any unusually large turnover working 
capital only justified when the liabilities relation 
working capital, remain moderate and conservative, and 
when reasonable profit shown. 

illustrate these points there presented this 
thetical case small wholesale manufacturing clothier 
whose December balance sheet shows: 


100,000 
$225,000 

Non-Current Assets ....... 

LIABILITIES 
Gross CAPITAL ...... 
WorKING CAPITAL $150,000 
Receivables Sales..... 30.7—10.7 too high 


Merchandise Sales.... 30.7— 6.7 points too high 
Liabilities Sales...... points too high 
Liabilities Working 
—good 
Times Turnover Work- 


2.2—too small for profits 
Times Turnover Merchan- 


3.2—too small for profits 
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There here apparently good current ratio unsup- 
ported the important operating ratios receivables 
sales and merchandise sales, and then when 
the turnovers are convinced that the statement 
misleading, because learn from the standard that 
clothier should turn over his working capital 314 times 
when using bank credit and his merchandise times, 
order insure profit and justify bank loans. Even 
allowing subject small merchant, percentage 
would justified the judgment that his receivables 
were only worth $75,000 instead $100,000, and his 
merchandise was only worth $82,000 instead $100,000, 
and therefore that the aetual working capital instead 
being $150,000 was only worth about $107,000, and 
revalue the statement this manner, can easily real- 
ize the necessity this concern for bank loans. 

Result—Both the turnovers are too small justify 
confidence the reported profits $15,000, well 
justify confidence the integrity the figures. 
other words, the figures were this clothier 
would not need borrow large amounts nor should 
his debt great the end his active season. 

The reverse picture the operation the turnover 
ratios shown the authenticated statement whole- 
sale clothing manufacturer. These figures show: 


Receivables (or 13.4% sales— 
Merchandise (or 13.1% sales— 
$640,000 
Non-Current Assets 103,000 
$743,000 
Liabilities (or 14.6% sales— 
$411,000 
CAPITAL $308,000 
Loss (should have shown large 


The Liabilities Working Capital show percentage 
108, which was about points too high, showing 
excessive dependence credit. 

now consider the turnover ratios: 

Times Turnover Working Capital This shows 
2.4 points excess allowable turnover based 
the small percentage outstandings. This excessive 
use credit should have resulted large net profit. 

Times Turnover Merchandise 7.6. This very 
good turnover and the merchandise had been sold 
prices, should have resulted excellent net 

will seen from above, that this business because 
its large turnovers, should have earned good net 
profit instead incurring loss $6,000. 

The inevitable conclusion must that this concern 
did not know how conduct its business profitably and 
therefore the capacity risk was poor and the credit risk 
bad, because although cash and receivables would seem 
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Turn Page 


for full information about the Bad-Debt Loss 
Survey for 1939 


Credit Executives have found this informa- 
tion great value yard stick measure 


their own experience. 


urge our members take part this 


important study. Turn page and learn 
how you may help with this, one the most 


important research studies the credit field. 


meet liabilities statement dates, other periods 
the year the liabilities must great present 
real hazard, which creditors should not overlook. 

Conclusion—Too small turnover working capital 
and merchandise will not bring profitable return 
investment. Too large turnover working capital 
brings excessive liabilities. The turnover merchandise 
general commodities should excess the turnover 
working capital insure actual profits registered 
cash and receivables. One the outstanding indications 
false statement, that which good profit 
claimed and which the turnover merchandise mani- 
festly insufficient justify any resultant profit. 


would seem that the National. Association Credit 
Men devotes much its energies and resources the 
interchange credit information and the interchange 
methods collect past due accounts and the prosecu- 
tion fraudulent debtors, but apparently very little at- 
tempt being made prevent the extension credit 
which may responsible for bad results and large credit 
losses. 

Such articles that contributed last months’ 
Credit Financial Management Mr. Bullard 
styled Bad Dollars” are not only general 
interest but have them great deal fundamental 
credit information well credit advice and caution. 

Similar articles contributed leading credit execu- 
tives describing, they will, their credit methods would 
certainly attractive feature many the readers 
Credit Financial Management. 
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Latin American Credits Improve 


23rd Semi-Annual Survey Market Conditions 


Kenneth Campbell, Manager, Foreign Credit Interchange Bureau, 
National Association Credit Men 


Credit conditions the twenty-one Latin American 
markets, and the British, French, and Netherlands 

possessions the West Indies, showed decided im- 

provement during the last half 1939, although 
collections during this period were slightly off, according 
the 23rd Semi-annual Survey Credit and Collection 
Conditions recently completed the Foreign Credit 
Interchange Bureau the National Association 
Credit Men. 

More than two hundred American manufacturers 
located all parts the United States, the majority 
selling all the markets surveyed, contributed informa- 
tion and experience upon which this report based. The 
companies contributing information are exporting all types 
manufactured products and therefore, their combined 
experiences current credit and collection conditions 
are great value. 

compiling this survey, consideration given 
the question governmental debts service obligations, 
and the classification “Credit Conditions” refers the 
situation within the various Latin American markets 
from the commercial point view unly, judged 
exporting American manufacturers. made 
about “Credit Conditions” indicate the American manu- 
facturers’ considered evaluation the entire economic 
situation applies given country. Comments 

made those replying the survey under the general 
heading “Collection Conditions” may considered 
indicating the current trend based the definite experi- 
ence American manufacturers having commercial col- 
lection items the markets surveyed. 
This survey covers the first four months the war, 
and would seem indicate that American manufacturers 
believe the war has not yet adversely affected commer- 
cial credit and collection conditions Latin America. 
fact, fourteen countries moved forward the credit 
index from the position they occupied June 30th, 
1939. the other hand, twelve countries moved down 
the collection index from the position they occupied 
during the same period, although must said that 
this retarding movement collection conditions was very 
slight. Whether not this indication slower 
collections for Latin American shipments during the next 
six months something that will watched with interest 
all exporters. 

For the first time since this survey was instituted, the 

Bureau attempted get expression opinion the 
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credit and collection conditions the British, French 
and Netherlands possessions the West Indies. 


Credit Conditions 


will recalled that during 1938 ten the countries 
surveyed maintained the same relative position the 
credit index. During the first six months 1939, eleven 
countries moved forward the credit index, and ten 
showed downward trend. The last half 1939, which 
the period under survey, showed forward movement 
the credit index the part fourteen countries, 
important gains being made Uruguay, Panama, Brazil, 
Puerto Rico and Argentina. 

the opinion those exporting manufacturers reply- 
ing, the countries that have shown improvement 
credit conditions during the last six months 1939 are, 
the order named: Uruguay, Panama, Brazil, Puerto 
Rico, Paraguay, Argentina, Bolivia, Chile, Costa Rica, 
Ecuador, Haiti, Salvador, Cuba and Venezuela. 

Five countries moved down the credit index for the 
last half 1939, Peru showing the greatest decline, fol- 
lowed Mexico, Nicaragua, Dominican Republic, and 
Honduras, the order named. 

Two countries registered “No Change” the credit 
index from their position six months ago, namely: Colom- 
bia and Guatemala. 


GOOD: Venezuela, Panama, Netherlands Possessions, 
British Possessions, Argentina, Colombia, Puerto 
Rico, and Brazil. 

Puerto Rico and Brazil are newcomers this 
moving from the classification “Fairly Good,” which 


was their standing six months ago. 


FAIRLY GOOD: Costa Rica, Guatemala, Peru, Domi- 
nican Republic, Uruguay, Salvador, 
Mexico, Haiti, Cuba, and French 
Possessions. 

Uruguay, Haiti, and Cuba are newcomers 
group, moving the credit index from their previous 
classification “Fair,” the point where they can 
included this classification. 


FAIR: and Chile. 


Both these countries were this classification mid- 
1939, and while they did show improvement the 
current survey, this improvement small that does 
not warrant their being classified Good.” 
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POOR: Honduras, Paraguay and Nicaragua. 

Paraguay has moved from its previous classification 
“Very Poor” “Poor,” and Honduras and Nicaragua 
both remain this classification. Both, however, showed 
decline the index—Nicaragua not maintaining 
the improvement which was indicated six months ago. 


Collections 


The survey collections reverses the forward move- 
ment the first half 1939. Twelve coun- 
tries showed decline the collection index during the 
last half 1939—five showed improvement, and four 
registered change. Members will recall that the sur- 
vey conducted the mid-year period indicated the 
collection index forward movement fourteen the 
countries surveyed, while six showed slight decline and 
one registered change. showing improve- 
ment the close 1939 are, the order named: Uru- 
guay, Panama, Ecuador, Haiti and Cuba, while Guate- 
mala, Puerto Rico, and Chile registered change the 
collection index from the position they held mid-year. 
Although there was decline indicated the collection 
index twelve countries, most cases this decline was 
very slight. Peru, Honduras, and Dominican Republic 


registered the greatest decline the collection index 
figure. 


PROMPT: Panama, Venezuela, Netherlands Possessions, 


British Possessions, Argentina, Costa Rica, 
Guatemala, Salvador, Colombia, Puerto 
Rico, Haiti, Dominican Republic, Mexico, 
Cuba, Ecuador, Brazil, Peru, French Posses- 
sions, Uruguay and Chile. 

Uruguay the only newcomer this group, moving 
from its previous classification “Fairly Prompt.” 
While there has been some the relative 
positions the collection index the countries this 
group, and downward trend noted eight, the other 
hand there was upward trend noted five the 
countries this classification. 


FAIRLY PROMPT: and Paraguay. 


Both these countries appeared this classification 
the last survey, and while they have moved down slightly 
the collection index, they still warrant this position. 
Nicaragua, however, has shown reversal the favor- 
able trend commercial collection items indicated the 
time the last survey. 


SLOW: Honduras. 


mid-year, Honduras appeared the “Fairly 
Prompt” classification but decline the collection index 
fourteen points brings her into this lower classification 
the close the year. 


VERY SLOW: 


the outbreak the war, many were the opinion, 
perhaps too optimistically, that all Latin America 
would become vast market for United States merchan- 
dise. Upon further consideration, this optimistic opinion 
had been tempered careful analysis the situation. 
While true that the last four months 1939 saw 
increases orders placed this market Latin Amer- 
ican buyers, American manufacturers are now somewhat 
concerned over the future exchange availabilities these 
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markets, and are therefore, somewhat dubious over the 
future credit and collection outlook. 

The Allies will undoubtedly increase their purchases 
Latin American products, but they will make every 
effort offset such purchases sales order conserve 
their gold and exchange position. Some are the opin- 
ion that for any reason the Allies cannot maintain 
exports relation imports, they then will resort 
blocked pounds blocked francs, building compensa- 
tion credits cancelled some future time. 
much several Latin American countries are familiar 
with this technique, due their past experience with 
Germany, they may well accept such arrangement 
they are confronted with large surpluses which they can- 
not sell neutral countries. 

This, course, would complicate the situation for the 
American exporter and so, for the most part, they are 
moving slowly, watching credits old customers care- 
fully, reducing credit terms some instances, and some 
markets, and new orders for new customers, quoting 
generally shorter terms than those they usually grant. 

the last war, exchange pay for our great increase 
exports was created, large measure, loans the 
Allies and others. far, and for the immediate outlook, 
increased imports must pay for increased exports. 


Why Pay Ourselves 


Financial aid Latin American countries has been 
featured the press during the past few months. Any 
such program should carefully considered. Proper 
short term financing projects intended increase the 
economic wealth the countries the south should 
given every favorable consideration. should not, 
however, attempt pay ourselves for our increased ex- 
ports these markets deficit financing. 

The possibility peace with severe drop prices 
also must considered. American manufacturing ex- 
porters have desire oversell Latin America long 
terms, and then have the bottom fall out prices. They 
remember too well the bitter lessons 1920-21 when 
merchandise was refused arrival. 

Many believe that the war continues the situation will 
become more aggravated. This war, its final analysis, 
will economic war. The Allies, through joint 
ministry supply, are buying for two vast Empires. They 
are pooling their vast supplies raw materials through- 
out the world, creating huge monopolies and attempting 
sell the basic raw materials they control all inter- 
ested nations the best obtainable price. 


England Also Seeks Trade 


There can doubt that Great Britain, with 20% 
trade advantage the depreciated value the pound 
sterling, compared with the dollar, will make every 
effort maintain her exports and increase them, all 
possible, for she greatly desires capture former German 
trade neutral markets, particularly Latin America. 
For Great Britain, also “Export Die.” 

The entire world economy will undoubtedly suffer 
severe dislocations the war progresses. Wealth being 
destroyed. All the world may well impoverished 
result prolonged war. Through this maze, foreign 
credit executives try feel their way, eager always 
secure desirable new business, make profit for their 
companies, and accommodate their old customers. 
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Drug Wholesalers’ Association Offers Suggestions 


Ellis, Chairman Credits and Collections Committee, 
Wholesale Druggists Association 


Harry Scherman’s book, “The Promises Men 
Live By”, are the following: truth that 
throughout history has been largely the distributor 
goods, the trader, the widely despised middleman, 
who has lifted the producer himself with all the rest 
us, out primitive and poverty-stricken economy 
which each family produced pretty much for itself. 
was first he, with his endless adventuring carrying goods 
hither and thither over the world, who both spread and 
cultivated the seeds that have now flowered into this 
world-wide system diversified occupation that call 
civilization. The most romantic book the world 
remains written; will the History Ped- 
dlers, and how they lifted the human race out bar- 
barism.” 

would interesting follow the evolution the 
grantor credits from the earliest stages civiliza- 
tion down through the Babylonian and Roman eras 
commerce but unfortunately history bit hazy the 
subject. These earlier grantors credit left but little 
impress the narratives their times. said that 
mercantile credit can traced least from about 
the sixth and seventh centuries the present era. Credit 
management tending toward its modern form has been 
comparative recent origin—only little over 
century. Apparently the earlier periods this time, 
credit was dispensed the proprietor manager the 
establishment. 


Had Contact with Customers 


Transportation and communication facilities were nec- 
essarily limited and the custom buyers coming the 
larger markets annually renew their supplies was 
largely followed. this way, the owner manager 
the establishment came personal contact with his 
customers during their regular visits his place busi- 
ness elsewhere. This contact enabled him deter- 
mine, large measure, the quality the risk 
personal observation. This condition prevailed until the 
close the Civil War and shortly after. About this 
time, the far west was being developed and the 
roads expanded and gradually spread over vast area 
our country, developing large free market. 
course, with this expansion, the number accounts in- 
creased and account the distance from the larger 
centers, became necessary employ representatives 
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salesmen travel through the different sections the 
country and contact the prospective buyers. 

This brought about condition where the proprietor 
could longer come personal contact with his cus- 
tomers and naturally with the increase and scope the 
expanding business, the proprietor must necessarily de- 
vote the major portion his time and energy con- 
duct the business and, result, the organization 
business slowly began develop with differentiation 
functions which tended eventually the direction 
the modern system. Various departments were organ- 
ized the larger firms such sales, purchasing, adver- 
tising, etc., and duties were delegated them. Part 
the credit responsibility was also delegated but because 
the fundamental importance this function, however, 
was among the last parted with the owners 
the business. When this came about, naturally, the 
bookkeeper, because his familiarity with the accounts 
the books the firm, was given the responsibility 
passing credits. 


Development the Credit Department 


the rapidly expanding business became wider 
scope and much larger amount, the bookkeeper found 
was unable maintain the job properly handling 
his books and the same time supervise intelligently 
the credit status concerns distributed over his trade 
area. About this time, order supply growing 
need, numerous agencies for dispensing credit informa- 
tion began developed and were important factors 
the determination credit risks. These sources 
information multiplied rapidly until was not feasible 
for the bookkeeper properly handle the credit prob- 
lems his firm along with the accounting. Then, too, 
the panic 1873 and the business depression that fol- 
lowed tended focus the mind the management 
Credit Department. 

Out all this eventually came the employment 
“specialist,” first known “credit man” who was 
capable studying credit policies from the proper 
standpoint and managing the activities the Credit De- 
partment. 1896, the National Association Credit 
Men was formed and was really the beginning 
new era the evolution the credit expert credit 
fields, especially mercantile. The wide spread use this 
service naturally increased its efficiency. 
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The man, properly handle the position credit 
man, or, know him. now, Credit Executive 
Manager, should not only supervise and pass the 
credit risks but should concern himself with the very 
vital task constructively building sales. instance, 
every firm there exist many dormant inactive ac- 
counts. Many these may revived brought 
the attention the sales department. Cash customers 
may converted profitably into charge accounts. 

Alertness sales possibilities should uppermost 
the Credit Executive’s mind reviews his accounts 
and reports. has become and should impor- 
tant factor the successful operation business. 
within his province extremely helpful the 
Department but this sometimes overlooked the 
Sales Manager and salesmen who many times consider 
him necessary evil and one who, through the exercises 
his power withhold credits, curtails their selling 
activities. should cultivated them for his 
knowledge the current status and intimate affairs 
the customers. 

The prospect and opening new outlets are often 
available the credit man through his credit informa- 
tion advance the Sales Department. Through him, 
valuable leads for the salesmen may developed and 
likewise, selling energy may saved accounts that 
are developing financial weakness. The trend 
ness apparently turning more and more the credit 
department for complete economic information, not only 
for the protection receivables, but for the building 


possible for the credit man invaluable 
assistance the retailer helping him improve his 
methods, assisting him with friendly advice times 
stress, sharing his broad knowledge acquired most in- 
stances actual contacts with similar cases, thereby 
many times saving, not only loss, but the account for 
the sales department. The retailing proprietor man- 
ager and large must necessarily devote larger part 
his time buying and selling and has but little time 
and sometimes inclination for the proper handling 
his accounting methods, vital though they be. Here 
the opportunity for alert credit manager ex- 
tremely helpful for comes contact with the cus- 
tomer the most delicate point business relations. 

This one the many reasons why competent 
credit manager should spend portion his time the 
field where will visit the customers, thereby broaden- 
ing his knowledge the customer’s affairs actual 
contact and observation. views the customer’s place 
business, its arrangement and neatness, location with 
respect the active business section the town, gains 
insight into the customer’s habits, his progress 
lack it, and has the opportunity establish friendly 
relations that many times develop into 
whereby the credit man may help him with his financial 
and accounting problems, thus improving his credit risk 
and perhaps cementing the customer more closely his 
house. 

Broadly, the credit man should have knowledge 
conditions affecting different sections his territory 
well localities. The debt-paying ability commu- 
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nity governed its prosperity but this prosperity must 
studied detail—local conditions .vary. This not 
only extremely helpful him his own department, 
but the Sales Department well. 


Should Attend Sales Meetings 


The credit manager should, all possible, attend 
all sales meetings, thereby creating contact with the 
salesmen and broadening his knowledge sales and 
methods. This will bring about friendlier and better 
understanding each others problems. should 
given place the program where can present 
the salesmen, brief observations their customers, 
credit and financial subjects, thereby giving the sales- 
man better grasp credit theories and practices. This 
very important for sale not complete until the ac- 
count paid. 

Many salesmen are prone think when the order 
sent the house, their part finished, but the alert 
salesman knows that, through the help the credit de- 
partment, many doubtful account can saved for 
him. Personality the salesmen should studied 
the credit manager. This will help him weigh the 
information furnished credits, for naturally salesmen 
are primarily optimistic and sales-minded. The credit 
manager today requires better mental equipment 
and broader viewpoint meet the complexities mod- 
ern business. 

While credits may never exact science, the ap- 
proach becoming more scientific and the scientific 
analysis credit methods are fundamental. The credit 
department becoming real force the conduct 
business and should receive the consideration deserves, 
both the size the personnel and the quality. Un- 
fortunately, has been the brunt misdirected econo- 
mies but too vital for the successful operation 
modern business one the important foundations 
which business structure built. 


Group Interchange Important 


The credit manager should encouraged form 
local credit groups with neighboring competitors for the 
interchange credit information. These groups should 
meet periodically and frankly discuss the status vari- 
ous accounts that are under observation. suggested 
that ruled cards proper form for each customer 
prepared that the information volunteered mem- 
bers the group may accumulated, thus showing the 
trend each case. These groups must meet credit 
men dealing with credit information and the develop- 
ments these meetings must necessarily strictly con- 
fidential, otherwise the greatest good cannot accom- 
plished. Confidence each other must prevail. This 
plan not only invaluable service the credit man 
forming his credit opinion certain credit risks but 
indirect benefit the customer that may save 
himself from his own folly using one creditor against 
another, thereby pyramiding his indebtedness the 
detriment all concerned. The idea not new. Sev- 
eral these groups different sections the country 
are functioning satisfactorily and have directly been the 
means saving many severe losses. 

Your credit manager represents sizable investment, 
for credit experience can only gained the hard way. 
Modern education facilities has. made possible sup- 
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plement experience with broad knowledge under- 
lying credit theories. Therefore, good business 
allow the credit department place your budget for 
reasonable expenditure for journals and books 
credits and collections, especially “Credit Manual 
Commercial Laws,” issued yearly. This should 
every credit man’s desk. 


The Cash Discount Problem 


Apparently from the letters received from the mem- 
bers the committee, the abuse the cash discount 
privilege customers No. problem. This prob- 
lem has been complicated recent years the so-called 
percent list and the tendency wholesalers for ac- 
counting and other reasons treat the discount given 
these lists cash discounts. The abuse the cash 
discount probably originated principally result the 
practice which leaves the matter taking cash discounts 
the honor and good faith the customers. The privi- 
lege, course, attractive and the customer generally 
takes every means avail himself it. The keen ri- 
valry for business has allowed this form credit com- 
petition grow and some customers have deliberately 
taken advantage the situation. 

The subject should receive the serious attention 
every wholesaler. grave question that may 
constitute violation the Robinson-Patman Act 
being discriminatory. trouble seems be, are 
all afraid what know sound and right be- 
cause the fear that would lose business. 
recommended that persistent effort made reduce 
the abuse the discount privilege perhaps education 
and other means. 


Proper Reserves for Doubtful Receivables 


The Statistical Division the N.W.D.A. issued spe- 
cial Bulletin January, 1935, The Establish- 
ment Proper Reserves for Doubtful Receivables. 
this subject very grave importance, your Com- 
mittee would recommend that brought the atten- 
tion your credit department order that they might 
give consideration the plan you not already have 
similar one use. The purpose this report 
was present method testing whether not the 
allowance for doubtful accounts set wholesale 
druggists adequate cover the probable losses from 
accounts outstanding. this report was issued several 
years ago and some changes and improvements have been 
made, your Committee considered expedient embody 
the essential features our report. 


The customary way handle allowances for doubt- 
ful receivables charge “Losses from Bad Debts” 
and credit “Allowances for Doubtful Receivables” for 
given percent sales. conditions are normal, this 
should about 0.5 percent when proper attention 
given credit and collection bad re- 
ceivables are actually written off, the procedure 
credit the account note actually written off and 
charge the for Doubtful Accounts”. The re- 
serve account should normally have credit balance. 
This balance should represent the extent which the 


current notes and accounts receivable are likely prove 
uncollectible. 
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Should the reserve December 31st too small, 
means that the rate used for setting the monthly 
charge and reserve has been too small and conversely, 
too large, the rate has been too high. However, 
the rate has been too high too low makes but little 
difference since can adjusted the close the 
year period. The important thing that the accounts 
and notes outstanding the end the year period 
should properly valued whole. The book value 
the receivables the total receivables less the reserves 
for doubtful receivables. However, should the reserve 
not properly reflect the probable extent the loss 
outstanding receivables, their values are incorrectly stated. 
The correct statement possible losses from doubtful 


accounts and notes receivables essential from two 
angles. 


necessary order properly value the re- 
ceivables the balance sheet. 


necessary order properly measure the 
profit loss given period. 


Bankers and the credit managers manufacturers are 
fully aware that the soundness wholesaler’s credit 


depends immediately and ultimately two things among 
others— 


can make his collections order pay his 
own bills. 


Method for Testing Reserves 


should the task the management each 
wholesale house the adequacy its 
reserves for doubtful receivables. There one test 
method that several members the N.W.D.A. are sat- 
isfactorily using which seems answer the purpose very 
acceptably. This test based certain well known 
principles. First, matter how carefully credit man- 
ager selects his risks, there will normally still some 
who ultimately fail pay; Second, the longer account 
remains overdue, the less the likelihood payment be- 
ing made full and consequently the less becomes its 
value. The third principle that only systematic plan 
reserving for receivables they increase age can 
provide real measure the extent which collections 
are being followed. 


Devaluation Age 


The mere expedient calculating the average days’ 
sales outstanding receivables not always adequate 
reliable. 


The procedure proposed this Bulletin one sys- 
tematic progressive devaluation accounts and notes re- 
ceivable they grow older. example, the scale 
reserves provided that the end December 
the year under observation, there will outstanding 
reserve 0.5 percent against all accounts originating 
during that month; 2.5 percent against all accounts orig- 
inating during November; 5.0 percent against all arising 
October; 10.0 percent against those originating 
September with increase percent for each addi- 
tional month age thereafter. order that against all 
accounts trade notes arising out business De- 
cember the previous year previously, there shall 
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reserve 100 percent. other orders, these receiv- 
ables shall completely reserved against. Example: 


EXHIBIT 
Schedule Receivables and Reserves Dec. 31, 1938. 
Re- 


Arising from Accounts Trade Contract Reserve quired 
Charges madein Receivable Notes Notes Total Amount 
Advance Dating. 17,375.98 86.88 
November 1938.. 24,136.08 1,475.00 150.00 25,761.08 644.03 
October 1938.... 10,071.71 1,281.50 125.00 11,478.21 5.0 573.91 
September 1938.. 6,415.12 1,318.92 50.00 7,784.04 10.0 778.40 
August 1938.... 4,303.15 945.00 25.00 5,273.15 20.0 1,054.63 
July 1938....... 2,598.14 3,073.96 30.0 922.19 
June 1938...... 1,618.10 131.80 1,749.90 40.0 699.96 
May 1938....... 482.98 515.10 998.08 50.0 499.04 
April 1938...... 345.13 60.0 282.14 
March 1938..... 230.51 954.15 75.00 1,259.66 70.0 881.76 
February 1938.. 175.00 761.90 75.00 1,011.90 80.0 809.52 
84.13 346.80 50.00 432.84 


Total 1937-38...210,166.38 12,145.54 550.00 222,861.92 12,408.49 
Contract Notes 


Balance 


986.25 1,612.00 100.0 1,612.00 
Years 1934 and 

1935 450.10 1,760.20 100.0 1,760.20 


213,517.83 14,570.39 6,027.43 234,465.65 19,871.97 


Application Test 


Reserve set 19... (year under observation) 

Bad debts written off during 19... 19... sales 
(year under observation) ............ 


Balance Reserves against outstanding Receiva- 
bles arising 19... (year under observation) $.......... 
Necessary Reserves per Test 


Necessary Add bring reserves Test 
Amount (not necessary deduct reserves 
Total Reserves set (year under ob- 
servation) plus necessary add, divided 
total net sales 19... (year under observa- 


tion). 
EXHIBIT 
Schedule Receivables and Reserves June 30, 1939. 
e- 
Arising from Contract Reserve quired 
Charges madein Receivable Notes Notes Total Amount 
March 8,046.93 8,996.93 10.0 899.69 
February 1939.. 5,892.12 6,642.12 20.0 1,328.42 
January 1939... 4,689.11 592.10 100.00 5,381.21 30.0 1,614.36 
December 1938.. 3,126.34 1,439.10 40.0 1,876.18 
November 1938.. 946.30 1,269.10 125.00 2,340.40 50.0 1,170.20 
October 1938.... 475.19 385.45 75.00 935.64 60.0 561.38 
September 1938. 392.80 563.10 25.00 980.90 70.0 686.63 
August 1938.... 215.15 330.95 80.0 264.76 
July 610.14 90.0 549.13 
1938.. 1,512.22 4,662.57 100.0 4,662.57 


Total 1938-39...191,409.06 11,540.00 7.6 15,583.31 
Contract Notes 


Balance 
Years 4,133.06 100. 4,133.06 
Prior 1934... 1,800.14 429.00 1,447.18 100.0 718. 


TOTAL 14,007.44 5,511.43 216,441.47 11.6 25,111.47 


Exhibit shows the application desired test 
these reserves monthly, quarterly semi-annually. 


What “Profitable Loss?” 


The suggestions contained this Bulletin are offered 
with the full recognition the fact that different 
houses have specific problems that cannot covered 
any general proposition. The management each 


BAD DEBT LOSS SURVEY 


Covering 1939 


Questionnaires have just been mailed 


the Credit Analysis Division the 


Department Commerce. 


return these forms 


members will expedite this important 
report. Please return your question- 


naire once. 


house must consider these proposals, not procedure 
apply blindly but adapted and adjusted his 
own particular situation. every house certain 
trade territories, there are particular problems that must 
treated individually. these, the first consider 
the establishment the proper rate for losses from 
doubtful accounts. the axiom that Service Whole- 
salers are expected render credit service. Declining 
assume credit risks would limit the amount busi- 
ness they could handle. therefore the credit man- 
ager’s problem determine how far can tak- 
ing credit risks order expand the volume sales. 

Losses from bad debts course can reduced 
zero but Service Wholesale Druggist can adopt such 
policy and maintain his position. Credit loss some 
houses are low 0.25 percent sales and satis- 
factory business conducted. Others have found profit- 
able run high percent over order ob- 
tain desirable volume. establishing the normal rate 
losses from bad accounts, this point should taken 
into consideration. 

second point, local practices should also con- 
sidered. certain territories, longer credit terms are 
required and given. This probably true the one- 
crop areas. For instance—the cotton and tobacco areas. 
suggested that the southern houses, they should 
allow 0.5 percent sales December and November, 
then 2.5 percent for October and on. Thus their ac- 
counts will completely reserved against when they be- 
come months old instead 12. The third point set 
forth this Bulletin should considered carefully and 
that respect notes. Some these notes arise 
the place open accounts and are considered the 
body the report. are other notes which are 
very definite sense not current. Among these are 
installment notes received for soda fountains, fixtures, 
etc. 


e- 


Two Kinds Credit Men 


Mr. Balance-Wheel and Mr. Sourpuss Serve 


Henry Perry, Treasurer, Heywood-Wakefield Company 


intend use couple telescopes. Through one 
these telescopes see square-jawed individual 
who plays all credit rating cards close his chest. 
complete basis for the extension credit. finds him- 
self the butt wisecracks the Sales and Production 
sees his picture glorified the comic strips, 
probably wears alpaca jacket, displays contour 
dyspepsia, and call him “Sourpuss.” Through the 
other telescope find the man who regards himself 
vital part management. Yes, makes use his 
agency reports, financial statement analyses, the three 
C’s (character, capacity and capital) rating accounts, 
but, beyond all that, sales-minded, production- 
minded, finance-minded, has sense humor, public 
relations aspect life, intends more than 
incidental phase the sales program, and call him 
“Balance Wheel.” 

Sourpuss gets order the morning and proceeds 
put through the mill analysis with vengeance. 
calls spade spade, decides that the prospect 
over-extended according financial ratios, probably slow- 
pay, thinks alone possible bad debt penalties, and 
reports the Sales Department “no deal.” 


What Cooperation Accomplishes 


Balance Wheel takes the same order, considers all 
the elements risk, cooperates with the Sales Divi- 
sion, discovers that the customer worth chance, cul- 
tivates and protects his account best can, and 
accepts responsibility for entering the order production. 

the use that reasoning Mark Stevens, our East- 
ern Credit Manager (who, the way, cross be- 
tween Sourpuss and Balance Wheel), got $40,000 
seating job few months ago which the Sales Department 
had turned down for credit reasons. Think that over! 
How did it? Merely recognizing, even though 
the order was loaded with dynamite, that wanted 
this business (without loss, sure), and proceeded 
get acquainted with the customer’s background, ob- 
tained legal advice, wrote foolproof contract, and the 
answer that booked this volume and received our 
money. need not tell you how stands today with 
the salesman, who wore out lot shoe leather making 


the contact, how stands the realms manage- 
ment. 
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approaching the appraisal general credit risk, 
Sourpuss gloats over the selection customers upon 
the basis financial strength alone. His important ac- 
counts fail rate personal call. fits himself into 
shell, leads sedentary life, has slow feet, sure 
get train tired, and has apathetic cynical attitude 
toward Dale Carnegie philosophy. Balance Wheel packs 
his tooth brush, visits the customer, talks about busi- 
ness, takes look the stock, manages examine the 
books, concludes that the customer giving his company 
square deal, and builds good will for the house. That’s 
being sales-minded. 


Again Cooperation Scores 


account delinquent Sourpuss rests his case 
series form letters, and winds with ultimatum 
and attorney action. Although recognizing that such 
letters are indispensable appropriate cases, Balance 
Wheel studies the same account, its historical pay and 
business-building record, its importance his company, 
cient size calls the customer, and works out settle- 
ment that will keep the buyer free pressure tactics 
and the account active pay status. yes, Sourpuss 
may get his money the line and somewhat earlier, but 
has killed the potential sales value that account. 

Take another case. Business lagging, production off, 
fixed overhead piling up, and men are out employment. 
Sourpuss wrings his hands, takes Sphinx-like attitude 
toward the National Economy, and determines hold 
the line bad debt loss use insurance closed 
credit shop. won’t take chance,” laments Sour- 
puss. get hell from the management reserves 
are diminished.” But what about surplus reserves which 
are being charged all the time with company net losses 
the result low volume? Don’t they have 
reckoned with business enterprise? Here and there 
our friend Balance Wheel, thinking terms 
rather than line service and recognizing all the time, 
mind you, that the object the sale has not been 
achieved until collection made, finds way expand 
the selling front more liberal program credit 


extension. 
Does Real Business Job 


measures his possible bad debt loss against the 
improved gross return arising from increased volume, 
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and employee- 


manages net better than 
new dollar for old one, 
makes contribution toward 
fixed overhead, helps create 
employment, and has the sat- 
isfaction management job 
well done. has the ad- 
vantage circumstances such 
these? Who delivers the 
best job for his company? 
Who has done real cus- 


relations job? think there 
only one answer and Sour- 
puss rates the dunce cap. 

Now, all this salesman- 
ship negotiated through the 
Credit Department won’t 
the winning side. no, 
you lose sometimes and, car- 
rying that situation right back 
home the brass hat with 
the telescope, here’s the an- 
swer—we judge our Credit 
Men net results. They 
are allowed flexibility within 
given range, after consider- 
ation normal loss expect- 
ancy within the industry and 
the bad debt 
which believe our sales 
dollar has right carry. 
Reserves created this de- 
vice are charged with actual 
losses and some them 
hit right between the eyes, 
but much the principle 
you lose the pea- 
nuts you make the 
bananas,” our final accounting 
shows reserve that merits the approval the Public 
Accountants, the Commercial Factors, the Credit In- 
surance Salesmen, the Bankers, and the Federal Revenue 
Agents. Notwithstanding this accomplishment the 
protection company reserves, volume turned down last 


year our Eastern Division amounted .0015% 
the orders entered. 


Experiment That Worked 


have gone one step further the application 
this reasoning our own problems, finding practicable 
set aside portion the Reserve used bold 
experiment, you will, with certain customers who could 
improve their buying range allowance greater flexi- 
bility the credit limit. One hundred customers were 
selected for this test and the credit limit was increased 
thousand dollars each case. the past nine months 
these accounts have purchased $72,000 worth mer- 
chandise against $40,000 the same period year 
ago, and our Bad Debt loss amounts $412. That’s 
not gambling—it’s business. believe that the 
Credit Man any organization should rated the 
basis the amount business declined ratio orders 
received, well the basis his losses compared 
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BATES- 


Negative Attitude Brings Negative Result 


with total sales. 

Let’s return Sourpuss With the 
selling staff, stuffed shirt. Salesmen are out plug- 
ging for business, have pretty good line the cus- 
tomer’s outlet for products the house, build sizable 
orders, and then find themselves stymied short-sighted 
analysis the credit desk. What happens? Over 
period these salesmen establish the impression that the 
company’s biggest handicap Sourpuss, and keep the 
Sales Manager loaded with petty complaints that ought 
never cross his path. Balance Wheel knows the sales- 
men, has meetings with them occasionally, 
encourages discussion customer problems, gives them 
opportunity unload their troubles, accepts manage- 
ment responsibility for policy, and makes himself the 
target for credit complaints directly from the front line. 
doesn’t take refuge the more conservative business 
judgment the Sales Manager. can engage 
gang fight when necessary, stand against group 
smart-alec salesmen, and wrong, take the chin. 


Tied Red Tape 


Then find Sourpuss the master office routine, 
statistics and the written word. (Continued page 24) 
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Stories from the Credit Fil 


How Play the Great Game 


James Willoughby, Former Credit Manager 


his desk. golden oak and has dark green 

linoleum top. hangs his left, 

one those new little hooks that attach the side 
the desk. About six inches back from the 
stands his trusty dictating equipment, ever ready take 
his voluminous dictation. 

the desk, front him, his delinquent list. 
big one. has between 3,500 and 4,000 accounts 
all classes keep line. They run from General 
Motors the small painting contractor with one lad- 
der and 1918 flivver truck. very good credit 
man. His loss ratio always than 15/100 one 
per-cent. vastly overworked man. hasn’t 
time call the trade. His life all correspondence. 
Correspondence with accounts, with salesmen, with col- 
lection agencies. His life all paper; reports from the 
commercial agencies, the Credit Interchange Bureau, 
and all the other pieces paper that make office 
man’s life. 

over sixty years old and going retire soon. 
And then watch the loss ratio jump. see him all the 
time. have lived his life. was his side for years. 

That why, when write about credit, only pa- 
pers. Lots papers. And most them headache. 

view the above, trust that you will not think 
too harshly for presenting this story set let- 
ters and telegrams. 

For your information, Mr. Atkins not myself. 
man have known and admired for years. fact, 
elderly credit men, who have given their lives pro- 
tecting their companies’ most precious asset. And very 
thankless job was, too. is, until quite recently. 

here story about Art Atkins told letters and 
carbons from one his many files: 


can close eyes and see Arthur Atkins seated 


LEAD PAINT COMPAN 


Second Howard Streets 
San Francisco, California 


INTER-OFFICE COMMUNICATION 
November 1938 
Henry Allwood 
Seattle Office 
Lewis Paint Glass Co. 
What the matter with this account? 
have written them several times, with reply. 
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They are owing $682.27, all past due and part 
same bearing April dating. 

other words, they have not, yet, paid for all 
their opening stock order, that you shipped them last 
December and which bore April dating. 

need hardly reiterate, that this order was shipped 
without the consent approval the Credit Depart- 
ment. Both the Credit Department and the Front Office 
are holding you responsible for collection. 

Please advise. 

ATKINS 
Credit Department 
AA:AMG 


LEAD PAINT COMPANY 


500 Boren Avenue 
Seattle, Washington 


INTER-OFFICE COMMUNICATION 


November 10, 1938 
Dear Art: 
Lewis Paint Glass 


Through carbon copy this memo advising 
the Front Office well yourself, that cannot and 
will not held responsible for any loss that might 
take because Lewis. 

have said before, this account one the many 
discussed personally with you, when was San 
Francisco during the summer 1937. that time you 
agreed opening order $350.00 our usual four 
months dating terms. sorry you are unable re- 
call this, but, assure you that you did. have notes 
that took during our talk. 

the basis your verbal authority, secured the 
order and shipment was made out the Seattle ware- 
house sometime December 1937. 


This the first have heard that the account was 
not good standing and immediately receipt your 
letter, contacted Mr. Lewis. 

tells that, because the snows, things are 
little slow right now, but promised send you check 
this Saturday. the meantime, needs some mer- 
chandise, about $50.00 worth, which are shipping 
him. 

Please let know when you receive his check. 

Henry Allwood 
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LEAD PAINT COMPANY 


Second Howard Streets 
San Francisco, California 


INTER-OFFICE COMMUNICATION 


November 16, 1938 
Henry Allwood 
Seattle Office 
Re: Lewis Paint Glass Co. 

must again correct your recollection, regarding 
Credit approval this account. 

You asked about them, together with several 
others, when you were down here 1937. told you 
that would let you know. then secured reports from 
the Credit Interchange Bureau and informed you, that 
under circumstances did want this account our 
books. have file before write and there 
notation that effect, under date July 18th. 

You deliberately shipped this account direct oppo- 
sition our wishes and must again state that 
are looking you secure payment for us. 

are not accord with your continued shipping 
merchandise them open account terms, especially 
have not, yet, received their check promised. 

Some settlement this account should made with- 
out further delay. Please take immediate action. 

ATKINS 
Credit Department 
AA:AMG 
cc: Shulberg 
‘General Manager 


LEAD PAINT COMPANY 


500 Boren Avenue 
Seattle, Washington 


INTER-OFFICE COMMUNICATION 


November 22, 1938 
Dear Art: 
Lewis Paint Glass Co. 

just saw Lewis and did not send you check 
did not have any money. depends collections 
pay his bills and they don’t come in, leaves him 
short. 

trying, but most his accounts are painting 
contractors and they can’t work when there 


feet snow everything, there here. You must 


bear that mind. 

When they can’t work they have income and 
cannot pay their bills and that means that Lewis cannot 
pay us. 

Now, know Lewis and know that will make 
good and pay us. It’s just conditions over which has 
control that have held him up. 

Another thing, his wife has left him and filing suit 
for divorce and that has taken some money from him and 
kept him pretty worried and busy, that has not 
been able devote all the time would have liked 
the business. 

Now going buckle down and get some collec- 
tions and will send you check Saturday, sure this 
time. won’t for all it, but for some. may 
have wait ’till next Summer before get all. 

Right now, needs little paint and have shipped 
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want again record, that. you approved this 
account and will not responsible for it. Anyhow, 
there not going any loss, anyway, why all the 
Henry Allwood. 


TELEGRAM 


PXX SFRAN 
SERIAL 


LEAD ALLWOOD 

Seattle, Wash. 

FURTHER SHIPMENTS OPEN ACCOUNT LEWIS 
LEAD ATKINS 


LEAD PAINT COMPANY 


Second Howard Streets 
San Francisco, California 


INTER-OFFICE COMMUNICATION 


December 1938 
Henry Allwood 
Seattle Office 
Re: Lewis Paint Glass Co. 

Please Henry, are not the business giving 
paint away. 

view our previous correspondence, was, say 
the least, error judgment ship order open 
account terms the subject. 

wired you follows: 

“No further shipments open account Lewis.” and 
mean it. 

now, including your last shipment (which you 
estimated $25.00, but which was $42.38) owing 
$781.42, which far too much. 

This account has been thoroughly discussed with the 
Front Office and the Minna Glass Company, the other 
major creditor, and the consensus opinion, that 
payment not immediately forthcoming, liquidation 
must ensue. 

According his last financial statement, Cash 
$500.00, Accounts Receivable $2500.00 and Mer- 
chandise $2500.00, besides Equipment $3000.00. 
Against which there were Accounts $2500.00 
with other Liabilities shown. 

near can determine, his total Liabilities 
present are only about $1500.00 and his Assets have 
shown considerable shrinkage. 

cannot make some arrangement pay con- 
siderable sum our account, well something 
his other creditors, are going hand the matter 
the Board Trade for immediate liquidation. 

ATKINS 
Credit Department 
AA:AMG 


TELEGRAM 


PXX SEA DEC 


LEAD ATKINS 


SFRAN PXX 


PLEASE TAKE ACTION LEWIS. LETTER FOLLOWS. 
LEAD ALLWOOD 


ist 


LEAD PAINT COMPANY 


500 Boren Avenue 
Seattle, Washington 


INTER-OFFICE COMMUNICATION 


December 1938 
Dear Art: 
Lewis Paint Glass 

When received your letter yesterday, wired you 
not turn this account over the Board Trade 
that would disastrous. 

Mr. Lewis has arranged sell out his biggest com- 
petitor here, the Dimming Paint Company. will 
receive $2500.00 and the minute gets it, will give 
check for what owes and will send checks 
all his other creditors. you can tell them not 
worry. 

Lewis has had lot trouble ever since started 
here. competition and his wife leaving 
him, decided sell out and back Pittsburgh, 
where his brother business and take job with his 
brother. 

The $2500.00 that will receive, will pay all his 
bills and leave him about thousand, will O.K. 

Incidentally, this will give Dimming and 
maybe can get them handle our How much 
credit can give them? ought good for 
anything. 

You see now, there was reason for all the argument 
about credit authority for Lewis, are not going 
lose anything. Just told you. 

Henry Allwood. 


LEAD PAINT COMPANY 


Second Howard Streets 
San Francisco, California 


INTER-OFFICE COMMUNICATION 


December 13, 1938 
Henry Allwood 


Seattle Office 
Re: Lewis Paint Glass Co. 

were all very much pleased well relieved 
learn that the subject account has managed sell his 
business and that will soon paid. 

The exact amount due $781.42 and would 
appreciate, very much, your following this closely and 
getting our check the sale completed. 

ATKINS 


Credit Department 
AA:AMG 


LEAD PAINT COMPANY 


Second Howard Streets 
San Francisco, California 


INTER-OFFICE COMMUNICATION 
January 10, 1939 
Henry Allwood 
Seattle Office 
Re: Lewis Paint Glass Co. 
Has Mr. Lewis received his money yet? 
has been almost month since heard from you 
and feel that, surely, there must have been sufficient 
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time for the deal consummated, and payment made 
Please advise. 
ATKINS 
Credit Department 
AA:AMG 


TELEGRAM 


STRAIGHT WIRE RUSH 
HENRY ALLWOOD 


LEAD PAINT COMPANY 
500 Boren Avenue 
Seattle, Wash. 


AIRMAIL REPLY ONCE 
SHULBERG GENERAL MANAGER 


WHAT ABOUT LEWI 


LEAD PAINT COMPANY 


500 Boren Avenue 
Seattle, Washington 


INTER-OFFICE COMMUNICATION 


February 1939 

Dear Mr. Shulberg: 
Re: Lewis Paint Glass Co. 

sending carbon copy this letter Art At- 

kins the Credit Department, will know what has 


Art’s file before you read this letter, then you will 
better position understand just what has hap- 
pened. 

would like have distinctly understood, that 
was somewhat doubtful this account all along and 
only took them on, after Art Atkins had told me, back 
1937 when was down there, that considered them 

Now, Lewis has had lot trouble ever since 
started, what with cutthroat competition and some 
his costumers not paying him and top all off, his 
wife left him and has been making hot for him. 

looked like everything was going K., when 
sold out. was going get $2500.00, which would 
pay all his bills and leave some besides. 

got alright, but the minute did, his wife’s 
lawyer grabbed for back separate maintenance and 
ain’t got more and can’t pay anyone. 

The last heard, had gone back Pittsburgh where 
has brother who may give him job. 

So, looks like are stuck for this, but not 
responsibility. This account was OK’ed Atkins. 

Harry Allwood. 


happened, too 
This long story and suggest that you review 


NEWS ITEM 
Pittsburgh, Pa., April and Mrs. 


Lewis have just returned this city after two 


year absence. They state that they had pleasant 
and profitable sojourn Seattle, Washington, but 


that there place like Pittsburgh. 
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Preference Liabilities Washington 


State Law Corporate Has Unusual Angles 


King, Secretary-Treasurer, Seattle Association Credit Men and 
Carl Croson, Bayley and Croson, Attorneys, Seattle. 


thors effort bring creditors interested 

liquidations the State of, Washington knowl- 

edge the application the laws that state 
with reference preferences that may have been ob- 
tained creditor corporation that may have 
the questions asked creditors who are called upon 
refund preferences, and clarify what believed 
misconception the rights and duties trustee, 
receiver other liquidating officer the State Wash- 
ington. 

Under the “Trust Fund Doctrine” recognized the 
State Washington for many years, there was the right 
recovery for any preference which may have been 
given received from insolvent corporation. There 
was time limit within which preference might 
recovered from the one receiving it. This was consid- 
ered many being too drastic, and 1931 the State 
Legislature passed law reading part follows: 

Remington’s Revised Statutes Washington, Section 
5831-2: 

Preference Defined: 

“(a) corporation shall deemed have given 
preference if, being insolvent, has, within four months 
before the filing application for the appointment 
trustee, receiver, other liquidating officer such 
corporation, procured suffered judgment en- 
tered against itself favor any person, made 
transfer any its property, and the effect the en- 
such judgment transfer will en- 
able any one the creditors said insolvent corporation 
obtain greater percentage his debt than any other 
such creditors the same class. 

“(b) corporation shall have procured suffered 
judgment entered against favor any per- 
son has made transfer any its property, and 
if, the time the transfer the entry the 
judgment, the corporation insolvent and the judgment 
and transfer then operate preference, and the person 
acting therein, shall then have reasonable cause believe 
that the enforcement such judgment transfer would 
effect preference, shall voidable the trustee, 
receiver, other liquidating officer said insolvent 
corporation, and may recover the property its value 
from such person.” 

The Supreme Court the State Washington has 


article written after collaboration its au- 
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held corporation insolvent when “It unable 
pay its debts the course business.” This definition 
readily seen much more inclusive than the defini- 
tion insolvency under the Bankruptcy Act, which, with 
qualifications, provides that corporation deemed in- 
solvent when its assets fair value are not equal 
and greater than its liabilities. The matter preference 
was considered the Supreme Court the State 
Washington the case Guaranty Trust Company vs. 
Yakima First National Bank, 179 Washington, page 
615. The syllabus this case reads follows: 

Corporations (210)—Insolvency and Receivers 
—Preferences Creditors—Past Due Indebtedness. 
Under Rem. Rev. Stat., Section 5831-2, fraudulent 
preference insolvent corporation, given within four 
months application for receiver, recoverable with- 
out regard knowledge the insolvency the one 
receiving it; and prior four months, only when the 
party receiving had reasonable cause believe that 
was receiving preference.” 

The Associations Washington liquidate insolvent 
corporations means common law assignment. 
record being filed court and instructions orders 
given the courts. This method liquidation looked 
upon with favor the Supreme Court the state, 
having repeatedly referred the common law assign- 
ment very favorable terms. the case Endicott- 
Johnson Corporation vs. Lurie, 152 Wash. 653 (1929), 
the Supreme Court had the following say: 

“In this state assignment for the benefit 
tors failing debtor favored law. prevents 
wasteful litigation, permits speedy distribution the 
debtor’s property those entitled thereto, and tends 
equal distribution the property ratably among those 
entitled.” 

There are three general methods liquidation in- 
solvent corporations the State Washington, the 
Common Law Assignment, the State Court Receiver, 
and the Bankruptcy Act. The state law says preferences 
shall voidable trustee, receiver, other liquidat- 
ing officer. The Supreme Court the case Seattle 
Association Credit Men vs. General Motors Accept- 
ance Corporation, Washington Reports 188, page 635, 
held that common law assignee was liquidating 
cer and liquidating officer had all the rights, duties 
and obligations receiver trustee; that the assignee 
was under obligation see that the laws this subject 
were enforced. 
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Some creditors have thought that forcing liquida- 
tion through the Bankruptcy Court, the creditors who 
might have secured preference while acting good 
faith and without knowledge insolvency might avoid 
the effect the state law and might not required 
return the preference secured. This might true were 
not for the fact that the Amended Bankruptcy Act 
provides: 

Sec. (1) transfer made suffered obliga- 
tion incurred debtor adjudged bankrupt under this 
Act which, under any Federal State law applicable 
thereto, fraudulent against voidable for any other 
reason any creditor the debtor, having claim 
provable under this Act, shall null and void against 
the trustee such debtor.” 

Under: this provision Trustee Bankruptcy, 
diligent, will search all preferences under the state law 
the same manner “trustee, receiver other 


uidating officer” under the state law. There dif- 
ference rights and duties. 

the laws and decisions now stand, the Bankruptcy 
Act gives the trustee all rights under the state law. 
The state law permits recovery for preference from 
insolvent corporation, whether insolvency known 
unknown, within four months, and after four months 
there knowledge the part the creditor, and 
allows that right under the more liberal definition 
insolvent corporation heretofore referred to. force 
prompt action the part the trustee, receiver 
other liquidating officer, the state law establishes what 
might termed short statute limitations for the 
bringing the action recover preferences, which pro- 
vides that action recover preferences must 
brought within six months from the time the filing 
the application for the appointment such trustee, re- 
ceiver other liquidating officer. 


Fraud Probe Nets 


Los Angeles Case Brings Two 


two and one-half years culminated the conviction 

Los Angeles recently Sam Goldstein known 

Sam Gold, Nellie Ellingson known Mrs. Gold, 
and Fred Goldstein known Fred Gold conspiracy 
conceal assets from receiver and trustee bank- 
ruptcy. 

March 1937 Sam Goldstein, known Sam 
Gold, was operating jobber and buyer liquidated 
and bankrupt stocks. During that month purchased 
the National Sales Dollar Store and entered the retail 
field, operating his retail store 221 South Broadway, 
Los Angeles, later opening store 328 South Broad- 
way. still maintained his jobbing warehouse 544 
South Los Angeles. 

July 1937, creditors received letter from Mr. 
Gold’s attorney asking them attend creditors’ meet- 
ing for the purpose considering plan extension. 
Certain creditors, members the Los Angeles Whole- 
salers’ Board Trade, referred this letter the Sec- 
retary, Johnson, requesting that contact Mr. 
Gold immediately with reference the proposed meet- 
ing. Mr. Johnson arranged interview between Mr. 
Gold, his attorney, the principal creditor and Mr. 
Frank Weller, attorney for the Los Angeles Whole- 
salers’ Board Trade. The Wholesalers’ Board 
Trade serves the adjustment and collection bureau for 
the Los Angeles Credit Men’s Association. For this rea- 
son this case especial interest every N.A.C.M. 
member. 

result this conference assignment for the 
benefit creditors generally was made Gold his 
own statement was insolvent, and material difference 


series events covering period approximately 


Convictions, Bankruptcy Case 


existed representation made Gold his cur- 
rent assets and liabilities against the assets 
bilities set forth certain financial statements issued 
about the first the year 1937. 

Prior this conference reports heavy buying 
Eastern Markets had been received the Interchange 
Bureau the Los Angeles Credit Men’s Association. 
Hence instructions were given the assignee his ad- 
juster charge spare time nor expense prepar- 
ing most accurate inventory, ascertaining where-ever 
possible the exact cost the merchandise the various 
locations. had very important bearing the 
case will shown later this narrative. 

July 9th involuntary petition bankruptcy 
was filed and Wm. Moore, Jr., was appointed re- 
ceiver. continued employ the services the ad- 
justers heretofore placed charge the assignee. 

There then ensued very thorough examination under 
Section This examination was conducted At- 
torneys Samuel Miller, Charles Katz and Paul 
Sampsell, acting attorneys for the receiver. 

the meantime audit was being made the 
books and records. ‘This audit disclosed operating 
loss for the period from January 1937 date the 
bankruptcy approximately $43,000.00 which was not 
accounted for. also disclosed very heavy purchases 
credit during the months April, May and June and 
much this merchandise was sold the original pack- 
ages less than cost fast was received. 

the usual course events Mr. Wm. Moore, 
Jr., was elected Trustee and Craig and Weller, attor- 
neys for the Los Angeles Wholesalers’ Board Trade, 
were employed the Trustee counsel, the case be- 
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THE NEW WAY BUYING INSURANCE 


“The form insurance that you your customers 
need most that which protects against the largest 
possible single loss, regardless the likelihood 
the loss occurring. the loss could occur, then you 

and your customers need that coverage.” 


get real protection 
since fixed this rule mind” 


Bankers and credit men may well 
hang this rule the office wall 
impress this sure test insur- 
ance requirements their minds. 
shows which insurance contracts 
and bonds are most needed and 
what amounts. 

this basis possible lay 
out plan coverage that provides 


maximum protection for the pre- 
mium investment. 

You may save thousands dol- 
lars losses reviewing your in- 
surance program the light this 
NEW way. Why not let Hartford 
agent analyze your hazards, or, 
see your own insurance broker. 
consultation costs you nothing. 


Hartford Fire Insurance Company 


Hartford Accident and Indemnity Company 


HARTFORD, CONNECTICUT 


learn more about the NEW way buying in- 
surance, just call Western Union (in Canada, call 
Canadian National Telegraphs) and ask for the 
name the Hartford representative nearest you. 
get touch with your own insurance broker. 


THE TWO HARTFORDS WRITE PRACTICALLY EVERY FORM INSURANCE EXCEPT LIFE 


When writing advertisers please mention Credit Financial Management 
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ing particularly assigned Mr. Thomas Tobin who 
has his credit successful prosecution many fraudu- 
lent bankrupts. 

From this time on, continuing for many months, vig- 
orous legal battle was waged. Gold was ably repre- 
and every attack made the attorney for the 
Trustee was vigorously opposed. During the course 
the examination developed that Gold had sold 
party the name Anches Seattle approximately 
$34,000.00 worth merchandise for $23,000.00. The 
Trustee brought suit against Anches for recovery the 
value this merchandise. Trustee also applied 
for turnover order and during the ensuing legal en- 
gagements one defense set Gold was allega- 
tion that the inventory did not reflect cost the mer- 
chandise him. The referee held court for four days 
the debtor’s place business and the inventory was 
subjected most severe scrutiny, the accuracy being 
finally upheld the court. The turnover order was 
finally denied but the referee delayed the findings 

Then came the hearing the application made 
the debtor for discharge. Gold and Mrs. Gold failed 
appear, having left for parts unknown. His discharge 
was denied. 

All this time investigations were being conducted 
the Fraud Prevention Bureau the Los Angeles 
Credit Men’s Association and the local bureau 
the Federal Bureau Investigation and shortly follow- 
ing Gold’s disappearance indictment was returned 
the Federal Grand Jury. 

After several months Sam Gold and Mrs. Gold were 
finally located the Federal Bureau Investigation 
Corpus Christi, Texas, and placed custody. There 
were recovered speed boat and two cabin cruisers 
which Gold had recently purchased for approximately 
$6,500.00, elaborate trailer for which claims 
have paid approximately $4,000.00, practically new 
Ford car and $11,800.00 cash which was found con- 
cealed the persons Sam Gold and Mrs. Gold. 

They were finally returned Los Angeles and ap- 
plication the Trustee the hearing the turnover or- 
der was reopened. Mrs. Gold contended that the money 
found and the money used purchasing the recovered 
assets had been her personal savings over period years 
but due many discrepancies the testimony both 
individuals the referee held that was the property 
Sam Gold and granted the turnover order for approxi- 
mately $26,500.00. 

The trial the criminal case was finally held and 
result case splendidly prepared and ably presented 
the Federal Bureau and the office 
the Federal Attorney conviction was secured. 

Saturday, December 2nd, Sam Gold was sentenced 
serve two years the Federal Penitentiary. 
Gold, Nellie Ellingson, has applied for probation. 
Fred Goldstein, who was apparently unwitting tool 
his brother and testified behalf the Government, 
applied for probation and received suspended sentence. 

The case Seattle against Anches still pending but 
the Trustee hopeful favorable results. 

This case represents another milestone the fight be- 
ing carried the National Association Credit Men 
and its associations and bureaus throughout the 
country against commercial crime. 
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Two Kinds Credit Executives 


(Continued from page 17) His forms, his records 
and his collection letters are all the blue ribbon variety. 
Emotions are aroused and pride inflated recognition 
“his system” model for Credit Department tech- 
nique. His eye always the ball. What ball? 
think playing inside baseball, covering home plate, 
tagging men and orders out, when should playing 
outside baseball, and acquainting salesmen and manage- 
ment with well-rated accounts where the house falling 
down volume. Balance Wheel this same case not 
usurping Sales Department territory when takes 
constructive attitude toward this responsibility. suc- 
ceeds putting over the idea that the sales program 
can enlarged accounts are closely collected, sees 
that credit policy not dominated the Sales De- 
partment, and the same time tying his intelligence 
and his energy with management the competitive 
fight for business. 

Sourpuss usually the hair the Financial Officer 
well. never looks beyond his nose creating 
finance plans with more liberal terms dealer helps 
support expansion purchases from his company. No, 
regards limited working capital element the 
customer’s hard luck, maintains that has right 
business shoe string, and fails recognize that 
adequate banking service has become substantial factor 
the expansion trade. Balance Wheel, knowing the 
problems his important customers, continually ex- 
ploring all considerations which enter into the granting 
credit, and since banking support one them 
seeks safety for his own credit lines, sales growth for 
those whom serves, and maintains healthy interest 
the development management technique 
tice which will improve the position his company and 
its Customers. 

Now, with respect trade group meetings such 
yours. yes, Sourpuss belongs, likes show his 
membership card, see his name the paper, have his 
picture taken the banquet table, and smoke the big 
cigars. thinks it’s smart sit the sidelines and 
have the other fellow’s dope credit conditions siphoned 
him, but what does contribute the general use- 
fulness the organization? Nothing. think that sort 
bird ought never invited in. Put Balance 
Wheel the same position and you find him actively 
and conscientiously participating the affairs the 
group. doesn’t hide his company experience 
secret portfolio, doesn’t expect get and not give 
and, admitting that enjoys the social amenities that 
along with membership, his contribution amounts the 
backbone accomplishment cooperative activity and 
success the organization. Your Association shouldn’t 
regarded supper club play. should make 
definite contribution business intelligence, and that 
extent only can you expect yield return member- 
ship cost. 

the intelligent discharge this major responsibility 
for business enterprise, you must decide whether 
Sourpuss Balance Wheel. think the answer lies 
your own heart. 


February, 1940 
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NATIONAL SURETY 
CORPORATION 


VINCENT CULLEN, President 


FINANCIAL STATEMENT 
December 31st, 1939 


ASSETS 


Investments: 

Preferred and Guaranteed Stocks 4,996,311.16 

7,590,725.00 20,555,210.01 


Premiums Course Collection, 


Accrued Interest, Dividends and Rents 115,517.37 
Reinsurance and Other Accounts Receivable 57,084.79 
500,000.00 


LIABILITIES 


Reserve for Unearned Premiums 5,627,263.64 
Reserve for Commissions, Expenses and 907,633.23 


*Represents difference between total values carried assets for all bonds and stocks owned 
and total values based December 31, 1939 market quotations. 


Bonds carried $1,266,005.90 are deposited for purposes required law and bonds carried 
$31,022.40 are deposited collateral surety bonds required court proceedings. 


When writing advertisers please mention Credit Financial Management 


ast 


What Adjustment Bureaus Do? 


Summary Some the Services Offered 


Lothian Director, Adjustment Bureau Department 
National Association Credit Men 


This expression concerns the Adjustment Bureaus 
the quote the late Harry Tregoe, 

that bear the impress age and useful- 

ness have roots digging deep, rule, into human 
causes, and this particularly true the National Ass’n 
Credit Men. 

Creditor cooperation, know today was almost 
unknown the period before the 90’s. The oldest Ad- 
justment Bureau our affiliation was founded 1878. 
Most the others were started much later and some are, 
comparison, fairly recent origin. 

But all them had “roots digging deep into human 
causes” and while much idealism and ethics entered into 
their formation, yet great compelling and permanent 
reason for their existence, was essentially practical 
nature. 

The Bureaus simply fine job and save money for 
all concerned moderate cost. 

believe that many creditors have not recognized 
the possibilities these Bureaus for useful work. has 
seemed wise set forth some things about Bureau opera- 
tion, not only for the guidance the younger credit 
worker but also refresh the memory the veteran. 


Backed Long History 


The present National Adjustment Bureau System 
the product many decades careful planning and 
long history practical and capable performance. 

Before describing reasonably logical sequence what 
the Bureaus do, well remember that many men 
handling the work have had twenty thirty years’ actual 
experience this highly technical activity. 

What follows attempt show little the 
actual functioning Bureau. Some may consider 
dry subject but every creditor should know how the 
Bureaus work and should remember that such Na- 
tional institution necessary modern commerce. 

The creditors common debtor have mutual in- 
terest with each other and interest other things 
well. They are concerned about what shall done with 
the affairs their customer. They are presumably con- 
cerned about their business possibilities town, 
local district large general area. 

When their mutual customer reaches embarrassed 
involved condition there once mutual creditor 
problem about his future. This true, whether will 
continue business liquidated. 
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the picture is, course, the effect his continu- 
ance liquidation his own life, business personal 
the effect his community district; the effect 
others who may operating businesses his area who 
may competition with him; and surely, the effect 
those who have been his sources supply. 

creditor’s immediate financial interest may not 
the chief measure his real interest the debtor com- 
pany. When trouble comes debtor, given creditor 
may have very negligible financial interest, but either 
business relations the past, those expected the 
future may easily influence materially his attitude and 
performance. 

Frequently individuals companies 
(often with the help and active encouragement 
creditors) without the essential reasons for such entry. 
Some have potential merit and succeed. Some have 
chance for success from the beginning. 


What Are Causes Failures? 


The reasons are many and various. For example, 
merchant may honest and industrious but may lack 
ability his chosen field. may highly capable 
but may lack honesty and moral sense. may 
have ability, favorable location, honesty and industry, 
but may not have adequate capital may have 
all the elements success but crop conditions, acts 
God, illness, any score things may prevent his 
success. These combinations could described length 
great number variations. 

If, for any reason reasons debtor comes the 
point where cannot carry under existing conditions, 
then crisis exists and some sort cooperative action 
indicated. 

Questions arise what can done should 
done. Both debtor and creditors have interest. The 
creditors may scattered over wide area even over 
the whole country. They may wish continue selling 
relations with the debtor they may decide that 
should eliminated from the field. 

They may have rather complete information about 
his affairs they may have such modest interest that 
they are concerned only with payment their accounts. 
Their interest may substantial that what happens 
vital the creditor company. 

Often, what happens great importance com- 
munity district and may involve civic and humani- 


tarian problems. The lives work- 
men and families may very greatly 
influenced. 

Under conditions, some which 
have been mentioned above, not 
imagine the complications 
and perplexities solving the problem 
the embarrassed insolvent debtor. 

obvious that these situations 
need experts who are familiar with 
what should done. Quite naturally, 
the exigencies many situations have 
produced men companies organi- 
zations who know what and who 
are equipped it. 


Expert Advice Needed 


Most cases business embarrass- 
ment insolvency give rise prob- 
lems that require the aid independ- 
ent experts. The well equipped Ad- 
justment Bureau has such experts avail- 
able all times. 

not normally conducive the 
best results have large creditor 
officially active involved situations. 

This does not mean that cannot 
perform satisfactorily member 
seldom individually successful 
operator liquidator. 

too difficult for him separate 
his interest representing all creditors 
from his interest representing one 
creditor (Himself). Most the time, 
also, lacks the time and facilities 
the job properly. Furthermore, 
seldom commands the cooperation 
others involved. 

Accordingly, the Adjustment Bureau 
disinterested creditor’s organiza- 
tion medium for doing essen- 
tial things, has grown into rather ex- 
tensive institution. 

such agency can operate and 
survive must surrounded 
proper safeguards. Its personnel ought 
bonded properly its capa- 
bility handling fiduciary transac- 
tions. books and records should 
audited regularly Certified Public 
Accountants. should have im- 
personal entity, completely official and 
not subject personal influence. 
Boards Directors Committees 
Control should representative 
creditor interest and should above 
and beyond local biased influence. 
All these essentials and others, too, are 
present the case the Adjustment 
Bureaus the National Association 
Credit Men. 


Under such conditions, 


arge from 


es. we 
tions 
ne objec alleg 


téstimoa 7, th 


audit 
matle available 


Week, disclosed that the 


months $2,500 and accounts 


Once prosperous 
edit agency 


The drab records bankruptcy proceedings, receiverships, 
assignments, reorganizations under the Chandler Act, etc., bear 
grim testimony the fact that “Receivables are Deceivables.” 
The big losers are those who shipped merchandise, unaware 
danger neither forewarned nor forearmed. 


American Credit Insurance 


the final step credit protection. While ratings, appraisals, 
statements, and last-minute Interchange Reports are certainly in- 
dispensable passing credits, hidden danger may lurk and 
potential danger loss present until the goods are paid for. 


9,100. 


Far-seeing Credit Executives employ American Credit Insur- 
ance take over responsibility when goods are shipped, 
provide reimbursement for unpredictable credit losses, and 
turn past-due accounts into cash. Get full information about our 
liberal policies. 


American Credit Indemnity Co. New York 
McFadden, President Chamber Bidg., St. Mo. 
Offices all principal cities United States and Canada 


GET THIS FREE BOOK 


“The Best Collection Letter Ever 


Facsimiles thirty vital, resultful letters contributed Manufacturers and 
Jobbers. Cash their experience. Ask for free book: Best Collec- 


tion Letter Ever Copyright 1940, American Credit Indemnity 
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called Adjustment Bureau may survive instru- 
ment for the use both creditors and may 
act independent third party the benefit all 
concerned. 


Conditions such those touched upon herein may 
either under Court supervision may conducted 
“out court.” This means both and out Federal 
Courts, State Courts Bankruptcy Courts. 


Must “Know What Do” 


depends the conditions case. One circum- 
stance another, depending the case itself, may indi- 
cate that best procedure can had the Federal 
Courts. Creditors, Debtor, the Public Authorities 
may decide this. 


any event, the official Receiver, Trustee assignee 
for benefit creditors can and practical necessity 
and his honesty, integrity, experience and ability are im- 
portant all concerned. 


“case” administered through the medium 
what called “An Adjustment Bureau” may 
handled under various conditions, either “in out 
Court” under such arrangements those listed next: 


(a) Common Law Assignment for benefit Credi- 
tors. 


(b) Statutory Assignment for benefit Creditors. 

(c) Trust Mortgage for benefit Creditors. 

(d) State Receivership for benefit Creditors. 

(e) Agency Contract—(A three-party contract em- 
ploying the agency for supervision either opera- 
tion liquidation). 

Extension Agreement operate. 

(g) Creditors Committee operate liquidate. 


(h) Escrow Sale assets bona fide purchaser, pro- 
ceeds distributed equitably, and the purpose 
protection under Bulk Sales Laws. 


Receiver Bankruptcy. 
Trustee Bankruptcy. 


Included should the various methods operation 
liquidation reorganization authorized the new 
Bankruptcy Law. Due recognition should given 
the various “Acts Bankruptcy” and the new phases 
the Bankruptcy Law that can allow the interpre- 
tation that many types “Out Court” procedure can 
thrown under the protection the Federal Courts 
“arrangements.” 


ordinary “Out liquidations the Adjust- 
ment Bureaus inventory and appraise the assets and sell 
the best advantage all concerned. They distribute 
the proceeds ratably and deduct modest fee for their 
work, 


“Operations” cases the representative the Bu- 
reau may all the things that might have made the 
business successful the first place, including rearrange- 
ment the stock, readjustment the management ex- 
pense, close control over current purchases, cetera. 
All this may done with the view saving the 
business for the original owners selling going 
concern. The compensation the Bureau usually 
mutual arrangement and most frequently, really 
fee. 
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Industry Problems? 


not miss special appeal for 
your co-operation Page 43. 


cases where the Courts, either State Federal con- 
trol, most things are done under Court order but the 
Bureau Service objectives are similar, and usually iden- 
tical. 


When Cases Are 


When cases are being “operated” usual procedure 
discount current purchases and accumulate funds 
for periodic dividends the “old” indebtedness. Fre- 
quently this results preservation business and the 
turning back the original owners solvent, active con- 
cern, after all creditors have been paid full. 
operations demonstrate such result impossible, 
sale liquidation can occur any time, depending 
the will the creditors and the equities the situa- 
tion. Even these circumstances often happens that 
the creditors have received substantial dividend old 
accounts and addition have sold considerable merchan- 
dise for cash current account. 


The question may arise how one individual 
“Bureau” can know enough about many kinds business 
administer them successfully. This question not 
hard answer. 


Whenever Bureau does not possess its own per- 
sonnel the necessary experience ability, can always 
employ experts. The elements ordinary business and 
financial control not vary much. Executive supervision 


any business includes employment specialists when 
needed. 


Statistical analyses results not always tell 
complete story. frequently happens that debtor 
business too sick saved even with the use 
the most drastic means. Even so, fine job salvage 
done very often minimum expense. 


Results Can Important 


When, however, creditors and debtor act time, the 
results can important all concerned. compar- 
able the cause ailing person. Preventive effort 
may save premature death. usual the case 
persons, cooperation the sick man with the physician 
essential. Those who are interested the sick man’s 
recovery even interested the proper disposal his 
assets must cooperate, they expect satisfactory results. 


These same principles are present most cases 


insolvent debtors. 


creditors wish what constructive from the 
standpoint ordinary business operations and they 
wish save money for themselves, they could bet- 
ter than consider carefully the use the instrument they 
themselves have created and own and operate. 


The Adjustment Bureaus approved the National 
Association Credit Men have stood the test time. 
Every member can proud their performance. 


a 


400 Industries 


Answer Census Quiz 
Conducted part the compre- 


hensive Sixteenth Decennial Cen- 

sus the United States, the 1940 

Census Manufactures taking 
stock virtually every American ac- 
tivity the manufacturing field. Pro- 
duction enterprises classified more 
than 400 different industries are being 
enumerated nationwide basis, thus 
affording complete picture manu- 
factures for the calendar year 

Several changes are 
tween the classifications used the 
those approved the Bureau the 
Census for the forthcoming count. For 
instance, industry was divided into 
general Census groups 1937, 
whereas the groupings established 
for 1940 will make possible more de- 
tailed and therefore more useful com- 
parisons. The list 1940 Group titles 
follows, the items italics represent- 
ing changes additions the 1937 
separations: 

Group 1—Food and kindred prod- 
ucts; Group 2—Tobacco manufac- 
tures; Group 3—Textile Mill prod- 
ucts and other fiber manufactures; 
Group and other finished 
products made from fabrics and similar 
materials; Group 5—Lumber and tim- 
ber basic products; Group 6—Furni- 
ture and finished lumber products; 
Group 7—Paper and allied products; 
Group 8—Printing, publishing and al- 
lied industries; Group 9—Chemicals 
and allied products; Group 
ucts petroleum and coal. 

Group 11—Rubber Group 
12—Leather and leather products; 
Group 13—Stone, clay and glass prod- 
ucts; Group 14—Iron and steel and 
except machinery; 
Group .15—Nonferrous metals and 
their products; Group 16—Electrical 
machinery; Group 17—Machinery, ex- 
cept electrical; Group 18—Automo- 
biles and automobile Group 
19—Transportation equipment except 
automobiles; Group 
ous industries. 

The Census Manufactures began 
January 1940, concurrently with 
the Census Business and the Census 
Mines and Quarries. The censuses 
population, housing, occupations and 
employment, agriculture, irrigation and 
drainage will open April 


You had liability insurance. “I’m the most 
careful driver this town,” you said. But your 
insurance man didn’t give up. Convinced you 
that, after all, might get bad break and then 
could take only one claim play the devil 
with your bank account. 


It’s well didn’t give easily. Today you’re 
thanking him for his perseverance—and for the 
prompt way the settled that serious 
claim against you. 


throughout the country. He’s touch with 
countless business and personal insurance prob- 
lems. It’s his job help you. Look him the 
phone book, and give him call, today. 


your Agent Broker you would 
your Doctor Lawyer” 


UNITED STATES FIDELITY AND GUARANTY COMPANY 
with which affiliated 
FIDELITY GUARANTY FIRE CORPORATION 


HOME OFFICES: BALTIMORE 
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total assets concern, confirmation 
notes and accounts receivable 
direct communication with the debtors 
shall be: regarded normal audit pro- 
cedure the examination the ac- 
counts concern whose financial 
statements are accompanied 
dependent certified public accountant’s 
and that the method, extent, 
time obtaining such confirma- 
each engagement, and whether 
all receivables part thereof, 
determined the independent certified 
public accountant other phases 
procedure requiring the exercise his 
judgment; and 
2.) that hereafter, where the in- 
dependent certified public account- 
ant for any reason has not made 
such confirmation, shall make 
suitable explanation exception 
his report. 

Managers account payable divi- 
sions our large organizations are 
now very familiar with the request for 
confirmation. not uncommon for 
large concerns receive letters daily 
from certified public 
questing confirmation. ‘These confir- 
mations may take various forms, that 
is, 

(a) positive confirmation 
many accounts reasonably possible. 

(b) positive confirmation either 
fair sample all large accounts 
and sample all others. 

(c) negative confirmation all 
accounts. 


Witnesses before the favored 
the methods the order given above; 
however, noticed that all 
methods received some measure sat- 
isfaction can gathered from the 
responses. One the witnesses con- 
ceded the practicability negative con- 


that is, requesting the debtor 


reply only the account incor- 
rect the grounds that might 
the only practical measure confirma- 
tion great number relatively 
small accounts were sought. 

Where positive confirmations are re- 
quested, second requests for confirma- 
tion should sent all customers 
failing reply the first one. Where 
audits are made brokerage and in- 
vestment houses second requests 
registered mail are made imperative. 

many cases the confirmation sent 
out the certified public accountant 
serves indirectly collection letter, 
although most confirmations specifically 
include some phrase the effect that 
“this not statement for payment.” 


Hidden Enemies 


% 


seemingly harmless wooden horse was responsible for the downfall 
Troy. Likewise, unrecognized dangers and about your premises 


may bring financial misfortune. 


Your business needs the protection Public Liability Insurance 
against claims growing out injuries occurring your property. 
Clients whom you pass credit need this form insurance too. 


Your Standard agent broker will help plan reliable program 
protection against these and other hazards, such embezzlement, 


burglary, robbery, forgery. 


STANDARD ACCIDENT INSURANCE COMPANY 
Standard Service Satisfies... Since 1884 


The author has experienced the some- 
what facetious incident provided the 
manager accounts payable divi- 
sion large-sized organization. 
answer the confirmation sent one 
the better accounting firms, the man- 
ager noted, “No record account; 
please send invoices cover.” Before 
extensions promulgated the In- 
stitute direct confirmation was seldom 
used. addition the objection 
stated, that some customers believe they 
are receiving special request for pay- 
ment, other objections offered are that 


the time involved the process makes 
inexpedient and, from the practicable 
viewpoint relatively low percentage 
replies are received. The last ob- 
jection was voiced strenuously many 
accountants against 
firmation for normal audit procedure. 
appears, however, from present ob- 
servation, that the last objection 
rapidly being overcome due the co- 
operative action many organizations. 
Generalizing, seems safe say that 
numerous cases there could even 
greater reliance the (Cont. 42) 
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Auditing Procedure Credits 


Modifications Accounting Practices Relating Analysis. 


Albert Siegel, Accountant, Chicago 


The last fifty years organized professional ac- 
countancy has made remarkable progress meeting 

changing business conditions. Public recognition 

the profession and concomitant 
bilities have emphasized the resulting pace that auditing 
procedure has kept with the growth and development 
industry. Present inquiry the Securities and Ex- 
change Commission into auditing procedure has disclosed 
definitely that auditing techniques have not broken down 
under the stress and strains modern enterprise. Espe- 
cially since the turn the century probably 
exaggeration say that the credit appraisor has come 
look upon the certified public accountant the prin- 
cipal informant unbiased data concerning conditions 
and operations business. Difficulty lies the fact, 
however, that those who use audited financial statements 
have attached them degree reliability equivalent 
positive proof. The credit man his analysis should 
remember that the auditor’s work provides added assur- 
ance reliability but does not and cannot furnish 
guarantee. 

recent article (December, 1939) attempted 
familiarize the credit man with the Audit- 
ing Procedure adopted the American Institute Ac- 
countants. While the action the council received 
widespread support among state organizations certi- 
fied public accountants and evoked hearty approval 
credit grantors, investors, press, public, and other out- 
side organizations, the Institute found necessary 
issue supplemental report modifying small degree 
the original interpretation. The matters already di- 
lated upon concerned primarily the auditor’s verification 
the inventory item. Although not necessary 
repeat the procedures recommended therein, the author 
deems necessary summarize succinctly the auditor’s 
responsibility, concerning which, was evident the 
Institute that there was some misconception about the 
meaning intended conveyed the term “physical 
tests”. The committee reiterates its recommendation 
that the independent accountant observe the making 
physical tests count, weight measurement. The 
duty the auditor was increased the extent that 
suitable inquiries and checks were made necessary when 
reasonable and expedient; however, 
mains unchanged. Once again the responsibility the 
internal management for the inventory item was empha- 
sized although interesting note that the phrase 
“obtained information and explanations from officers and 
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employees the company” was omitted from the recom- 
mended short form report. 

general rule, credit department’s efficiency 
judged primarily the manager’s skill and ability 
reduce losses minimum, incurred from bad debts 
due failure collect doubtful accounts. with 
that thought mind that the subject accounts re- 
ceivable comes the fore. Accounts receivable gener- 
ally average twenty-five percent the current assets and 
such deserve the careful attention both credit 
grantor and independent accountant alike. The exami- 
nation receivables practical matter and, like other 
items balance sheet, cost the investigation must 
related the results obtained. 

Inasmuch collectibility receivables direct evi- 
dence the ability pay outstanding debts, amounts 
receivables must carefully adjusted for liquidity 
features. The auditor accordance with his responsi- 
bility should investigate all former credit and collection 
experience the account and ascertain the problemati- 
cal result from past experience. Many are the cases 
where the auditor can his examination advantage- 
ously inquire further regarding the credit standing 
customers obtaining credit ratings otherwise 
found practicable. monthly analyses receiv- 
ables are frequently ignored today, classifying accounts 
some recognized basis should hel pthe credit manager 
his credit analysis. remembered, however, 
many cases the process “ageing” should em- 
ployed special instances inasmuch some cases 
several hundreds thousands accounts are listed. 
The results obtained, any event, must applied with 
due consideration the policies the concern and the 
ability the credit manager. 

The Special Committee Auditing Procedure has 
considered the examination receivables particularly 
with respect confirmation. The pamphlet, Examina- 
tion Financial Statements, referred the last issue 
did not “require” confirmation part the auditing 
procedure; however, conceded that communicating di- 
rectly with the debtor regarding the existence the 
debt was the best verification accounts receivable. 
regard the question confirming accounts receivable, 
connection with direct communication debtors, the 
Committee makes the following recommendations: 

1.) That hereafter, cases where the aggregate 

aount notes and accounts receivable represents 

significant proportion the current assets the 
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get the same feeling every 
time start handle case with- 
out Hooper-Holmes report! 
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NATIONAL CREDIT MEN 


How preserve your customer 


good will—and collect, too! 


thoughtful and analytically-minded 
ber recently confided that had found way save 
money for his firm and still keep pleasant relationship 
with his customers. 

had discovered that merchants who are delinquent 
realize that credit departments exchange information 
about the handling accounts. also had discovered 
that the modern debtor does nor normally resent collec- 
tion effort Association Creditors. 

Realizing this mental viewpoint his customer, this 
member made study his collection costs, in- 
cluding his own correspondence expense including 
the expense carrying past due accounts, the value 
the cash for his company against account receivable, 
and some other important factors. 

found that placed his accounts for collection 
sooner his percentage cost decreased rapidly. did 
less work with less worry. got more returns less 
cost. saved many sales outlet for his company. 


gained the customers’ respect—and preserved his good 
will 


Win $100. for credit essay! 
Tregoe contest closes April 1st 


members and former members the Na- 
tional Institute Credit! Essays must mailed the 
Institute Credit, Park Avenue, New York, 
before April first eligible for competition 
the Annual Tregoe Essay Contest. This one 
earlier than the deadline past years. 

45th Annual Credit Congress, convening this year 
oronto, Canada, has been set for May 19-23, month 


than previous Conventions. Inasmuch the Es- 
Sa\ 


vinners are always announced these meetings, the 

must received ample time for the judges 

and decide upon the winners. 
are two classes for eligibility. 


ess 


one group, 


members former members the National Institute 
Credit are included. the other, Juniors and Seniors 
Schools Business Administration recognized col- 
leges universities are eligible. 

Prizes both classes will identical, with four money 
prizes ranging from $100.00 $10.00 and six Honorable 
Mention awards, with copies the 1940 edition the 
“Credit Manual Commercial Laws” for each these 
winners. 

Essay subjects are unrestricted, within the limit that 
the paper must related some phase credit prac- 
tice policy, show the importance credit busi- 
ness and economic life. maximum length 
words. 

not too late write essay and win $100. But 
bear mind that April deadline! 


Foreign Credit Interchange serves 
exporters fully 


Foreign Credit Interchange Bureau might well 
considered the Export Department the National Asso- 
ciation Credit Men. For more than twenty years 
has rendered service Association members export 
that takes care their every requirement foreign 
credit, collection and exchange matters. How efficiently 
this service aids members attested the fact that ex- 
porters generally report lower bad debt loss foreign 
sales than domestic, and agree that through the 
Bureau’s services they can administer their foreign credits 
with the same thoroughness and dispatch achieved their 
domestic credit operations. 

Exporters’ credit administration 
parallel many respects those encountered home 
operation. Ledger experience information considered 
primary importance and the Foreign Credit Inter- 
change reports issued members the Bureau, they 
have available authentic, accurate and up-to-date infor- 
mation that tells them how their buyers abroad are buy- 
ing—on what terms—highest recent credits—amounts 
owing and overdue—and how pays and how 
rated other American manufacturers selling him— 
invaluable and reliable data that indispensable. 

Supplementing credit interchange reports foreign 
agents brokers who not buy for their own account 
the Bureau’s Special Report service which extremely 
helpful the selection worthwhile, dependable 
representatives. 

Exporters must kept touch with world-wide con- 
ditions that affect foreign credit collection and exchange 
and their needs this regard are covered the Bureau’s 
Weekly Bulletin veritable Digest” that 
keeps them abreast ever-changing rules, regulations 
and requirements world trade. 

These constant changes invariably pose problems that 
must solved and was these perplexities that prompted 
the Bureau sponsor the Monthly Round Table Con- 
ferences Foreign Credit, Collection and Exchange 
Problems that afford members opportunity submit 


North Carolina: Burlington Times News, Concord 
Greensboro Record, Rocky Mount Telegram, 
Post. 

Ashland Times Gazette, Cambridge Jeffer- 
Cincinnati Enquirer, Cleveland Daily Metal 
Cleveland News, Columbus Citizen, Coshocton 
Dayton Journal, Dayton Herald, Lima News, 
Vernon Republican News, Newark 
rican Tribune, Tiffin Advertiser-Tribune, 
Youngstown Vindicator, Zanesville Signal. 
lahoma: Ada News, Blackwell Journal, Guthrie 
Lawton Constitution, Miami News-Record, 
Journal-Capital, Tulsa World, Tulsa Tribune. 


Portland Oregonian, Roseburg News-Re- 


Patriot, Harrisburg News, 
estead Messenger, Pittsburgh Sun-Telegraph, Pitts- 
Post-Gazette, Ridgeway Record, Tarentum Valley 
News, Warren Times-Mirror, Waynesburg Mes- 


Carolina: Charleston Post, Columbia Record, 
insburg Herald, Sumter Item. 

ith Dakota: Rapid City Journal 

nnessee: Jackson Sun, Childress Index. 

vas: Childress Index, Corpus Christi Caller, Dallas 
Journal, Del Rio News, Fort Worth Press, Galveston 
Tribune, Henderson Texas News, Houston Press, Luf- 
kin News, Palestine Press, Pampa News, San Angelo 
Standard. 

‘tah: Ogden Standard Examiner. 

Burlington News. 

Lynchburg News, Newport News 
Herald, Norfolk Virginian Pilot, Norfolk Ledger Dis- 
patch. 

Seattle Star, Spokane Spokesman Re- 
view, Tacoma Times. 

Sentinel, Williamson News. 

Beloit News, Chippewa Falls Herald- 
Telegram, Eau Claire Telegram, Fau Claire Leader, 
Fond Lac Commonwealth-Reporter, Kenosha News, 
Rhinelander News. 


Credit legislative 
work and profits 


almost every phase our personal 
lives find our activities limited 
equally true the work credit management which 
upon foundation laws which can either 
promoting and stabilizing credit conditions 
can have exactly the opposite effect. 

reflection this obvious fact will indi- 
clearly that without sound structure laws, na- 
and state, credit conditions would chaotic and 
the work the credit executive, our complex modern 
economic life, would hopelessly confused and de- 

clear, therefore, that legislative work the field 
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credit not merely effort “get something” 
which may momentary advantage produce cer- 
tain additional benefits. vital and indispensable 
the very existence sound credit conditions. 

When that appreciated, the legislative work the 
National Association Credit Men, which has history 
almost unparalleled accomplishments the field 
business legislation, assumes new and real importance. 

The Association’s legislative work really twofold: 
(1) seeks find the need for new legislation adapted 
new and changed conditions and (2) seeks guard 
against attempts impair the structure laws which 
have been carefully built stabilize and protect 
credit conditions. Both aspects the legislative work 
are equal importance and neglect either would 
equally dangerous and negligent. 

The experience the last few years produces many 
illustrations the consequences inadequate vigilance 
connection with legislation affecting credit. 
larly recent years, laws have come regarded 
the panacea for almost every ill fancied ill. re- 
sult, laws have been passed—unnoticed the crowded 
business state legislatures—which, either through in- 
tent otherwise, have produced new problems and 
losses for creditors. 

Unfortunately, space does not permit detailed de- 
scription some those situations. Typical them, 
however, matter particular interest the Associ- 
ation the present time, connection with state trust 
receipts laws and the successful efforts which were made 
four states alter the Uniform Trust Receipts Act 
the detriment unsecured creditors. 

Already the National Association Credit Men has 
succeeded having that situation corrected one state, 
California, and intends aggressively seek 
change the law Indiana, Illinois and Connecticut 
during the next meetings the legislatures those 
states. also exercising vigilance detect and op- 
pose undesirable legislation this kind other states. 

Like many other things our modern life, legisla- 
tion has become streamlined. Only streamlined organ- 
ization and program can successful serving the 
modern legislative needs business. develop that 
type organization and program the constant objec- 
tive your Association its legislative work. 

successful attaining that objective the Asso- 
ciation needs the interest and active cooperation every 
Association member because, the final analysis, suc- 
cessful legislative work largely matter successful 
organization for that work. 

There are few, any, business associations the 
country which have better record legislative accom- 
plishments, better reputation for disinterested ser- 
vice, than the National Association Credit Men. 
nificant the fact that the first major legislative accom- 
plishment the Association was the National Bank- 
ruptcy Act 1898, while the most recent major legis- 
lative effort was the passage the Chandler Act, which 
effects broad and comprehensive revision the entire 
Federal Bankruptcy Law. 


Toronto, Canada, May 19-23, 1940 
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their individual problems for study and solution the 
outstanding exporters and foreign trade bankers 
America. Participation these conferences had 
mail well attendance and Foreign Credit Inter- 
change Bureau members are enthusiastic their appraisal 
the value these conferences have for them. 

The Bureau’s Moral Suasion service has been 60% 
effective aiding members secure payment delin- 
quent foreign accounts. While this not collection 


service and collection fee charged, members find 
answers their needs adequately their slow pay 
buyers. 

many other ways, the Foreign Credit Interchange 
Bureau helpful its members, and chief among these 
the Bureau’s consultation service that always ther 
command, and which serves round out the service 
completely. Further information available from the 
Bureau’s offices, One Park Ave., New York. 


226 Editorials Carried Nation’s Press 
Business Forecast for 1940 


Although the favorable response was accorded 
the Association’s Review Business 1939 and Fore- 
cast for Business 1940, prepared Exec. Mer., 
Henry Heimann, particular interest the report 
from the NACM Public Relations Dept. that this year, 
addition the regular news stories, the highest num- 
ber editorials supplementing the news articles and 
commenting the Association’s forecast, were received 
from the Department’s Clipping Agency. 

Altogether, 226 editorials had been received the time 
this writing. appeared the following news- 
papers 187 cities throughout the and there was 
additional number trade and business publications. 

These publications included the time writing: 
Bankers Magazine, Cambridge, Mass.; Business Week, 
New York, Y.; Commercial Financial Chronicle, 
New York, Y.; Financial Age, New York, Y.; 
Michigan Manufacturer and Financial Record, Detroit, 
Mich.; Retail Executive, New York, 

The newspapers carrying editorials follow. This list 
does not include newspapers which news articles based 
the Review and Forecast were printed. 

Alabama: Anniston Star, Birmingham News, Mobile 
Press, Mobile Times, Selma Sheffield 
Tri Cities Daily. 

Arizona: Phoenix Gazette. 

Arkansas: Dorado Times, Hot Springs Sentinel- 
Record, Paragould Press, Pine Bluffs Graphic. 

California: Fresno Bee, Long Beach Sun, Los Angeles 
Examiner, Los Angeles Evening News, Los Angeles 
Los Angeles Morning News, Merced 
Sun Star, Redding Searchlight, Riverside Press, Sacra- 
mento Bee, San Francisco Chronicle, San Francisco Com- 
mercial News, San Jose Evening News, Watsonville 
Register-Pajaronian, Whittier News, Woodland Demo- 
crat. 

Colorado: Herald Democrat, Pueblo Star 
Journal. 

Connecticut: Times, Waterbury Democrat. 

District Columbia: Washington Star, Washington 
Times Herald. 

Florida: Clearwater Sun, Daytona Beach Sun Record, 
Deland Sun-News, Fort Lauderdale News, Jacksonville 
Journal, New Smyrna News, Panama City Herald, Pen- 
sacola Journal, Tallahassee Democrat, West Palm Beach 
Post. 


Georgia: Augusta Herald. 

Idaho: ‘Twin Falls Times. 

Aurora Beacon-News, Chicago American, 
Elgin Courier News, Galesburg Register Mail, Lincoln 
Courier, Springfield State Journal. 

Indiana: Frankfort Morning Times, Goshen News, 
Times and Democrat, Hartford City News, Huntington 
Herald-Press, Indianapolis News, Kendallville News Sun, 
Kokomo Tribune, Marion Leader Tribune, Michigan 
City News, Muncie Press, Peru Daily Tribune, Terre 
Haute Star, Vincennes Sun-Commercial, Washington 
Democrat. 

Iowa: Council Bluffs Nonpareil, Dubuque Telegraph 
Herald, Fort Dodge Messenger-Chronicle, Fort Madison 
Democrat, Iowa City Press Citizen, Mason City Globe- 
Gazette, Sioux City Tribune, Spencer Reporter. 

Kansas: Arkansas Traveler, Register, Winfield 
Courier. 

Kentucky: Bowling Green Park City News, Frank- 
fort State Journal, Hopkinsville New Era, Owensboro 
Messenger, Owensboro Inquirer. 

Louisiana: Alexandria Town-Talk, Monroe News Star. 

Maine: Bangor News. 

Massachusetts: Boston Transcript, Boston Post, Bos- 
ton Christian Science Monitor, Lawrence Eagle, New 
Bedford Standard-Times, Taunton Gazette, Waltham 
News Tribune. 

Michigan: Bay City Times, Benton Harbor News 
Palladium, Escanaba Press, Houghton Mining Gazette, 
Mt. Clemens Leader, Saginaw News, St. Joseph 
Press. 

Mississippi: Starkville News, Vicksburg Post. 

Missouri: Boonville Daily News, Columbia Mis- 
sourian, Excelsior Springs Standard, Sedalia Democrat, 
Springfield News. 

Montana: Billings Evening Gazette. 

Nebraska: Fremont Tribune, Omaha World-Herald. 

New Jersey: Atlantic City Union, Bayonne Times, 
Elizabeth Journal, Hightstown Gazette, Newark Ledger- 
Star, Newark News, New Brunswick Home News. 

New York: Brooklyn Citizen, Elmira Advertiser, 
Glen Falls Times, Hornell Tribune, Ithaca Journal- 
News, New York Times, New York Women’s 
Daily, New York Post, New York Herald-Tribune, New 
York News-Record, Nyack Journal-News, 
Journal, Schenectady Gazette, Utica Press. 
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equal importance our members the recent in- 
tensification efforts the part the Association 
the field taxation which has already resulted the 
preparation report taxation which has been pre- 
sented the Treasury Department and will pre- 
sented Congress. 

During the last two years number constructive 
accomplishments the field state legislation have 
also been recorded and much work has been done con- 
nection with the Association’s National Legislative pro- 
gram which includes study the effect upon creditors 
the growing practice assigning accounts receivable; 
par clearance checks; efforts obtain better state 
laws protect material men state public works proj- 
ects and general advancement the Association’s pro- 
gram uniform state laws. 

The most important point for Association members 
remember, however, that the success all this 
legislative work depends ultimately upon each them. 
The best-conceived program cannot succeed without 
strong organization and strong organization means 
strong and active state and local legislative committees 
and definite willingness the part members par- 
ticipate the legislative work. 

The Association not pressure does 
not tell its members what say their state legisla- 
tors representatives Congress. 
inform its members 


does endeavor 
concerning legislative problems, 
after which the individual members exercise their own 
judgment the action which they may take. 

particular effort being made this year the Na- 
tional Association strengthen further its legislative 
work. Local association Presidents were asked give 
special consideration the selection strong local leg- 
islative committees and the organization active state 
legislative committees. Local associations 
urged subscribe state legislative reporting services 
that they can better informed regarding the bills 
which are introduced their legislatures. 

Credit Legislative Minute Men are being selected 
every local association constitute sort “front 
the Association’s legislative activities. These and 
other plans are being made build aggressive 
and active legislative organization guard the nation’s 
profits and prevent credit losses which arise out 
unsound legislation. 

This legislative work not idealistic, impractical 
academic. Its success can appraised 
dollars and cents basis. Good legislation the field 
credit means reduced credit losses and additional profits. 

Entirely apart from the element public interest 
involved the work, therefore, its practical value alone 
every Association member should justify growing 
interest and activity the part every member. 

ancient philosopher once said that state deserves 
the laws which has. into terms credit 
legislative work, that wise statement means that those 
who work the field credit deserve the 
laws which they have and which affect credit conditions. 
the responsibility and the objective each the 
members the National Association Credit Men 
see that those laws are beneficial and 


stead detrimental and destructive credit 


and 
business. 


What about discounts under 
the Robinson-Patman Act? 


considerable amount interest business circ 
has been aroused the recent complaints, filed 
Federal Trade Commission against several tobacco com- 
panies, which revolve around the cash discount periods 
granted those companies. The Federal Trade 
mission has not taken final action this matter and 
will, course, impossible forsee the outcome 
the situation until such action has been taken. From 
unofficial sources Washington, however, 
formation available concerning the matter which may 
interest NACM members. 

Ever since the passage the Robinson-Patman Act 
there has been uncertainty among business men with re- 


gard the application the Act the granting dis- 
counts. The original Robinson-Patman Bill provided 


that was unlawful discriminate price “terms 
words “terms were stricken out 
the Congressional committee the ground that the 
use the word “indirectly” the law, connection 
with discrimination, would cover terms sale. 

The fact that the Federal Trade Commission took 
action under the law connection with discounts until 
the recent complaints against the tobacco companies left 
some doubt the attitude the Commission with 
regard the granting discounts. Apparently, how- 
ever, the lack action the Commission connection 
with this matter resulted from the pressure work the 
Commission connection with other aspects the law 
and from the absence any situation which the Com- 
mission regarded justifying action under the law, rather 
that from any attitude the part the Commission 
that the question discounts was not covered the law. 

believed that will the policy the Federal 
Trade Commission consider that discount periods may 
well used for discriminatory purposes where the dif- 
ference between the discount extended one customer 
against other customers considerable and where the 
results that difference may clearly determined. 
other words, felt that the Commission clearly recog- 
nizes the need for differences discounts which are 
necessitated customary trade practices and the 
obvious necessity extending necessary accommodation 
customers different times. 

Where unusually long discount period granted 
one customer against other customers and where 
the customer favored receives, result, distinct 
vantages which are direct result the longer discount 
period and which are not enjoyed competitors, 
believed that the Commission will regard the allowance 
such discount clearly falling within the provisions 
the Robinson-Patman Act. 

These opinions, course, are unofficial and cannot 
regarded reflecting the official attitude the Con- 
mission. are, however, based upon reliable sources 
information Washington. 
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Association affairs 


7" 


Fraternity Fund 
being incorporated 


New York—Incorporation papers have 
been with the Secretary State 
New for the Credit Fraternity Fund. 
The organization, sponsored credit ex- 
the New York-New Jersey area, 
designed procure employment and 
give relief credit men the 
Metropolitan zone. 

The corporation sponsored leading 
figures the credit field 
contributions from persons that fratern- 
ity. sum being supplemented 
additional contributions and the fur- 
ther intention the organization get 
subscriptions from business organizations 
the city. 

Incorporators the unit are 
oficers the 475 Club, social adjunct 
the National Assn. Credit Men, and 
Edward Addiss, Chairman the Wel- 
fare Committee the Club and former 
Treas. Burlington Mills. 

The Fund will administered 
non-profit-making basis board trus- 
tees and services the officers will vol- 
untary and non-remunerative that ad- 
ministrative expenses will be, near 
possible, non-existent. 

Backers the movement 
that the establishment the Credit Fra- 
ternity Fund will the forerunner 
groups, although they are quick admit 
that such hopes sound ambitious right now. 

the intention the organization 
give work relief unemployed credit 
men through certain specified, non-com- 


activities. For instance, these men 


would placed with libraries, museums, 
educational and other institutions for the 
purpose doing research special work 
and the Credit Fraternity Fund would re- 
imburse the employer for the work done. 

other instances direct financial assist- 
ance would given the Fund those 
men who are dire straits. How- 
imm diate emergency. 

Credit Fraternity Fund got its real 
Astor Dec. last. Net proceeds 
plus individual contribu- 
were placed into separate fund and 
was started the establishment 
the ooperative internal program. 

475 Club, however, has been con- 
with the welfare credit men gen- 
ever since the economic depression 
increased the ranks unemployed. 
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Bad debt loss survey 


underway your part! 


Washington, C.—The vital problem 
manufacturers’ and wholesalers’ bad 
debt losses being thoroughly studied now 
the Credit Analysis Unit the 
Bureau Foreign and Domestic Commerce 
survey conducted cooperation with 
data were mailed Feb. represen- 
tative cross-section the manufacturing 
and wholesaling units American indus- 
try. information being collected 
entirely statistical character 
result important addition the ma- 
terial covering 1937 and 1938 which was 
collected last year the initial National 
Bad Debt Loss Survey. 


Copies the final report are expected 
ready around May and will re- 
leased reporting firms full, well 
being carried the pages Credit and 
Financial Management. Last year’s sur- 
vey, covering the two previous was 
carried the June, July and August issues, 
together with analytical articles besides the 
charts and tables. 


Firms contributing this report are pro- 
tected completely against disclosure their 
figures, since Act Congress un- 
lawful for such figures given out for 
any use such taxation, regulations 
investigations. The statistics contributed 
will used only prepare statistical 
report and full copy the report will 
sent, immediately upon completion, each 
contributing firm. 


Among the matters surveyed are 
total net sales, credit sales, accounts written 
off bad, recoveries accounts written 
off prior years, amounts receivables 
sold factoring basis, approximate 
number firms being sold credit, ap- 
proximate number accounts written off, 
and what terms are offered respectively 
retailers, wholesalers, industrial users, 
and other buyers. 


Johnston new Pres. 


Nashville ACM 


Nashville—D. Johnston, Asst. Vice 
Pres., Third National Bank, and former 
Vice Pres. the Nashville ACM, has just 
been elevated the presidency the 
Assn., succeeding Helwig, General 
Electric Supply Corp. Mr. Helwig has 
been transferred Knoxville, where 
will engaged sales work for his firm. 


Copy deadline 
15th month 


5000 copies tax 
survey distributed 


The widespread interest the recently- 
completed tax survey the NACM Na- 
tional Tax Committee well indicated 
the fact that 5,000 reprints the article, 
which appeared Credit and Financial 
Management November, have been dis- 
tributed local assns. their member- 
ship. The reprint was supplemented 
additional material which 
tions did not allow used when 
originally printed the magazine. 

Distribution the National was 
made well widespread scale, with 
complimentary copies the full report 
being sent all local assn. presidents and 
secy-mgrs., well national officers and 
directors and the members the Taxa- 
tion and Legislative Committees throughout 
the country. 

sample the interest, the follow- 
ing paragraphs from the Grand Rapids 
ACM bulletin, which accompanied copy 
the tax survey, are pertinent: 

“Every credit man should get this tax 
survey the hands his company’s execu- 
tives, particularly those who handle the 
finances. 

“Remember this: 

“The survey was not conducted 
hand picked basis. Most the replies 
came from small medium sized com- 
panies. The report was not drawn 
praise blame governmental agencies 
legislative bodies. honest and 
sincere attempt make known certain 
important aspects the tax situation which 
confronts business. suggests some means 
which present difficulties may 
lieved. does not claim the facts repre- 
sent complete exact re- 
flection American business. The 
report does not deal extensively with some 
the current controversies over different 
philosophies taxation. 

“Read Henry Heimann’s ‘Foreword’ care- 
fully. And again—see this survey gets 
around your office. Pass along. You 
have duty see that every one vou meet 
who tax conscious makes study this 
situation.” 


Pres. Johnston inaugurating member- 
ship campaign through which hopes 
obtain minimum assn. and Credit 
Interchange members during the next 
days. Many other new activities are being 
planned for the coming months. 
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New Haven: 


The official title the monthly bulletin, 
published the Bridgeport, Hart- 
ford, New Haven and Waterbury Assns., 
“Connecticut Credit News,” which was 
the prize-winning name the recent un- 
contest staged the Con- 


necticit ACM. was submitted Eu- 
gene Dietler, Mgr., Conn. ACM, and 
was the $5.00 prize recently offered 
Assn.’s Board Directors. 


Albany: 


Chinese Room the Hotel Ten 
Eyck was the scene the Jan. dinner 
meeting the local ACM which Fred- 
erick McDonald, Pres., State Bank 
bany, spoke Bank and Its Custom- 
ers. 


Grand Rapids: 


The Program Committee the local 
CWC charge the Feb. meeting 
the local assn., which will feature 
address “Affairs Washington.” 


Hartford: 


The “meeting the month” was staged 
the Hartford Club Jan. the 
Hartford ACM with dinner Hon. Ray- 
mond Baldwin, Governor Conn. 
Delegates from the Bridgeport, New 
ven and Waterbury Assns. were also at- 
tendance. 


Des Moines host 
Tri-State conference 


Credit Conf. covering 
lowa, Nebraska and South 
meet this city under the sponsorship 
the Des Moines ACM Wed. and Thurs., 
Feb. 21-22. Prominent speakers 
ness and credit subjects are being lined up. 
Delegates from the following local Assns. 
will attendance: Interstate ACM, 
Sioux City, Des Moines CMA, Waterloo 
ACM, Cedar Rapids ACM, Tri-City CMA, 
Davenport, Burlington ACM, Ia.; Omaha 
ACM, Lincoln ACM, Neb.; and Sioux 
Falls ACM, South Dakota. 


Midwest parley 
St. Joseph, Feb. 


St. Joseph—The annual Midwest Credit 
will held Friday, Feb. 23, 
this city, being sponsored the St. Joseph 
ACM. Delegates from the following As- 
Oklahoma, Kansas and west- 
ern Missouri will take part the proceed- 
ings: Oklahoma Wholesale CMA, Okla.; 
Wichita ACM, Kansas; Kansas City ACM, 
St. ACM and St. Louis ACM, Mo. 
National Pres. Chas. Wells, Exec. 
Henry Heimann, and Central Di- 
vision Mgr. Moran will present. 
The program being arranged under the 
general supervision Mrs. Ida Reed, 
St. Joseph ACM Pres., and the following 
committee chairmen: General: 
Werner; Speakers: Wells; Pub- 


Miss Esther Turkleson; Women’s 
Reception: Miss Dawson; Enter- 
tainment: Mrs. Reed. 


Cleveland’s Zebras 
are reorganized 


Zebra activities the local Assn. were 
inaugurated recently the reorganized 
Herd with list charter members. 
The following officers were chosen lead 
the group during this year: Exalted Su- 
McGrew; Royal Jackass, Lons- 
dale; Three H.P.B., Olson; Keeper 
the Zoo, Riley; Zebratary 
Treas., Rotsinger. 


Position Wanted: 


Available for 1940. Credit man with 
years experience handling sales, collec- 
tions and adjustments eastern and north- 
ern New York and New England 
Capable taking charge assisting 
handling credit department for manufac- 
turer, wholesaler retailer. Replies con- 
fidential. Excellent references. Box 363, 
Troy, 


Latin American 
sales opportunity 


you require sales representation 
Latin America? Present resident man- 
ager successful business Rio Janeiro, 
formerly market analysis director for leading 
New York newspaper, expects New 
York Mar. Knows Portuguese, Spanish, Eng- 
lish. Understands Latin American markets, 
particularly Brazil. Would like discuss rep- 
resentation for reliable American companies 
Brazilian, Latin American markets. 
enced sale varied products. arrange 
appointment, for further information, address 
Box Credit and Fin. Mgmt., Park Ave., 


Promotions 


Oakland With California Attorney 
General, Earl Warren, installing officer, 
the officers Sequoia Masonic Lodge, No. 
Dec. the list was Kenneth 
Thomson, who became Worshipful Master. 
Mr. Thomson Secy.-Mgr. the Whole- 
salers Credit Assn. Oakland. 

Bridgeport Joseph O’Connor now 
Vice Pres. the Acme Shear Co. and 
Wheeler Clark has succeeded him firm 
representative the local assn. 

Paso—Rex Rutledge was recently ap- 
pointed Credit Manager Southwestern 
Mill Distributors. 

Philadelphia—Leo Gunson was elected 
Pres. the Continental Distilling Corp. re- 
cently. 

Pittsburgh—Josef Buerger, for many 
years with the Alling-Cory Co., has been 
elected Vice Pres. and Mgr. his com- 
pany, charge operations the Pitts- 
burgh area. 

Chicago—E. Farrell, present Con- 


troller the Stewart-Warner Corp. 
this city, has been appointed Treas. and 
Lynn Williams, Jr., former Asst. Secy., 
has been named Secy. result the 
Treas. Mr. Sullivan will continue 
Vice Pres. and Director. 

Detroit—G. Egan has been elected 
Treas. the Nash-Kelvinator Corp. and 
Howard Lewis, former Treas., has been 
elevated the Vice Presidency. 

named Asst. Treas. the Chicago Title 
and Trust Co. Jan. Mr. Reimbold 
has been with the Title and Trust Co. for 
approximately years. 

Philadelphia Evelyn McLaughlin has 
been promoted responsible position 
the Sales Dept. the Phila. Advertising 
Co. She has been active the local 


Credit Women’s Club Editor “Credit 
Chatter.” 


Obituary 


Charles Leland Davies 


Kansas City—A former secretary the 
Kansas City ACM, Charles Leland “Lee” 
Davies, died here the latter part De- 
cember, age 60. Past Pres. the local 
Rotary and Round Table Clubs, Mr. 
Davies was graduate the University 
Kansas where achieved Phi Beta 
Kappa. 


InfoNIC 


Amarillo—Plans are under way for the 
Southwestern Drug Corp., Chairman the 
Board Governors, has been the leading 
spirit the educational program. 

Birmingham—New Chapter officers are: 
Pres., Roy Fortner, Tennessee Coal, 
Iron Co.; Vice Pres., Wm. 
Robert Craig, Moore-Handley Hdwe. Co.; 
2nd Vice Pres., Henry Hill, Standard 
Brands; Secy.-Treas., Muriel Williams, 
The Chapter has been receiving excellent 
newspaper publicity. 

Boston—Jas. Jones, Vice Pres., Deca- 
tur Hopkins Co., recently conducted 
open forum credit management prob- 
lems Chapter meeting. Wm. 
Fischer showed colored motion pictures 


taken seven European countries last 
summer. 


Dallas—A new Chapter has been or- 
ganized Kirby, Chairman the 
Ed. Comm.; courses being conducted 
cooperation with Dallas Y.M.C.A. Schools. 
The course Credits Collections 

Detroit— Mr. Lochman the Detroit 
ACM spoke before the Chapter the Jan. 
meeting “Technique and Problems 
Credit 

Robt. 


Smith, comp- 
troller, Merchants 


National 


dressed the Jan. meeting the Chapter 


News About Credit Matters 
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Association 
Activities 


Portland: 


means keeping the membership 
informed about Assn. activities, Assn. 
Pres., Robert Rogers, has been sending 
series monthly letters about various 
aspects the Assn.’s work local mem- 
bers. Prepared informal style, their 
“personal touch” has made 
popular and productive real interest. 


Bellingham: 


The annual Pacific Northwest Confer- 
ence, which representatives credit 
associations Washington, Oregon, Idaho 
and British Columbia will attend- 
ance, scheduled held here March 
21-22 under the sponsorship the local 
assn. well-rounded program speak- 
ers and other attractions now being de- 
veloped the various committees. 


Richmond: 


Commemorating the 35th anniversary 
the founding the Richmond ACM, 
large group members and friends gath- 
ered together Dec. the Common- 
wealth Club, celebrating the same time 
the Assn.’s annual Xmas 
lowing dinner Burket, Program and 
Meetings Chairman, introduced past Assn. 
Pres. Coleman Andrews, who was toast- 
master for the function. Five representa- 
tives charter member firms, who repre- 
sented their respective firms the organi- 
zation meeting 1904, were introduced. 
som. 

Ten past Presidents the Assn. were 
attendance and was recalled that 
Richmond has had three national directors 
the NACM, namely: Williams, 
Frank Wood and Fensom. 

his capacity charter member, past 
Assn. Pres., past National Director and 
present local Director, Mr. Fensom then 
discussed the accomplishments both the 
national and local assns., following which 
Henry Wendt, present Pres., closed the 


meeting with appropriate predictions for 
the future. 


Seattle: 


Closing 1939 with its annual Xmas 
Party, the Seattle ACM opened 1940 with 
its monthly meeting Jan. the New 


Washington Hotel and now 


ahead the Feb. meeting, which will 
charge the Seattle CWC. Local 
delegates are making plans the present 
time well for the annual conference 
credit executives the Pacific Northwest 
and British Columbia, which will held 
Bellingham, Mar. 21-22. 


News About Credit Matters 


Detroit: 


The 25th annual Ladies’ Night Dinner 
Dance was held the Detroit Yacht Club 
Jan. with large and enthusiastic 
group attendants. Jan. 16, Assn. 
members heard Philip Adler the Detroit 
News discussion the European situ- 
ation. 


Kalamazoo: 


Charles Campbell, Pres., First 
tional Bank and Trust Co., discussed 
“Banking” before the Credit Assn. 
Southwestern Michigan Jan. 15. the 
Dec. meeting the local members heard Dr. 
Paul Harrison, who spoke his 
years medical missionary Arabia. 


Na- 


Worcester: 


The first meeting 1940 was held 
the Worcester County ACM the Hotel 
Bancroft Jan. Sponsored the Food 
and Beverage Groups the meeting analyzed 
group operations and policies with open 
forum following the talk Samuel Seder. 


Milwaukee: 


The Xmas Party the Milwaukee 
ACM was held the Milwaukee Athletic 
Club Dec. with program danc- 
ing, buffet supper, community singing and 
prizes donated member firms. 


Bridgeport: 


The Bridgeport ACM staged its annual 
Xmas Party Dec. with the traditional 
grab bag. After opening 
packages the toys are replaced the bag 
tute for distribution the needy. 


Waterbury: 


Membership activity the forefront 
far the Waterbury ACM concerned 
and early Dec. per cent gain 
membership for the year reported. 
Credit executives the brass industry met 
here the Hotel Elton Dec. dis- 
cuss industry problems. 


New York: 


The following slate was 
chosen recently head the Paint Allied 
Industries Credit Assn., affiliate the New 
York CMA: Pres., William Lang, De- 
voe Raynolds Co., Inc.; Vice Pres., 
Harry Forster, Vice Pres., Samuel 
Samuels, Eagle Paint Varnish Works, 
Inc.; Treas., Paul Knappen, Eagle Picher 
Sales Co. Three-Year Directors: Freder- 
ick Fromholz, Egan Hausman Co., Inc.; 
Harry Soffer, Paragon Paint Varnish 
Corp.; Martin Weinstock, Merkin 
Paint Co., Inc. 


Rochester: 


Fulton Oursler, Editor-in-Chief “Lib- 
erty” and ten other 
tions, was the featured speaker the 
Bankers’ Night meeting the Rochester 
ACM here Jan. 10. The affair held 


annually tribute the 
banking members. 


Dayton: 


Dr. Felix Held spoke the Jan. 
dinner meeting the Dayton ACM the 
Van Cleve Hotel “Profit loss 
ten business communications.” 


Newark: 


David Golieb, Credit Mgr., 
Hdkf. Co., and past Pres. the 
CMA, discussed “How Measure Credit 
Department Efficiency,” 
credit forum sponsored the local Chap- 
ter the NIC. The local Assn. now 
undertaking survey “The Cost 
Operating Credit Department.” 


Kalamazoo: 


Jan. the Credit Assn. South- 
western Mich. met with the Small Busi- 
nessmen’s Assn. hear Vernon Brown, 
Auditor General the State Mich., dis- 
cuss recent changes state auditing pro- 
cedure and financial position. 
Over 100 were attendance. Recent new 
memberships are: Kalamazoo Label Co., 
represented Brazee; George 
Weston Biscuit Co., represented 
Cernius; and the General Electric Supply 
Co., represented Crittenden. 


New Orleans: 


Monier, Jr., Division Credit 
Wesson Oil and Snowdrift Sales Co., was 
re-elected Pres. the New Orleans CMA 
its annual meeting Jan. Albert 
Spaar, Credit Mgr., Woodward Wight 
Co., was re-elected Vice Pres. and Fred. 
Lozes was named Secy.-Treas.-Mgr. The 
following directors were chosen for the 
current year: Adams, Emile Alt, 
Geo. Bywater, Holmann, Hugo, 
Peter Jung, Jr., Kepper, Marks, 
and Henry Warner. 


Philadelphia: 


new monthly publication appeared 
Jan. entitled “The Lens.” Covering the 
activity the local Credit Men’s Assn. 
Eastern Pa., carries news various ac- 
tivities which the Assn. and its members 
are engaged. 

Jan. the mid-winter banquet 
the Assn. was held the Ballroom the 
Bellevue-Stratford Hotel. Raymond Mo- 
ley, Editor “News Week” magazine and 
former Asst. Secy. State, was the main 
speaker, with Walter Fuller, 
Curtis Publishing Co., 
Mayor Robert Lamberton Phila. was 
guest honor. open forum meeting 
scheduled for Feb. 


Louisville: 


The 21st edition the “Blue Book” 
published the Motor Truck Group 
the Louisville CMA, was recently 
uted. contains list responsible mo- 
tor trucking lines and towns and 
served the trucking lines. 
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Statement.” 

Los Angeles—Plans have been made 
offer special courses the senior curricu- 
lum with registration limited those with 
ten years experience credit work. The 
Chapter officials expect least 100 credit 
managers take advantage these 
courses. 

New Orleans—J. Perrett, Chapter 
Pres., has announced membership drive 
and new program. 

New York—W. Swingle, Vice Pres., 
National Foreign Trade Council, discussed 
Latin American credits the Chapter’s 
Jan. Forum. Plans are under way re- 
peat last year’s popular Quiz Forum. 
Members have been asked prepare their 
questions well advance. 

Oakland Three spring classes will 
given cooperation with the Univ. 


Calif. Ext. Div. Subjects: Sales Manage- 
ment, Credits Public 
Speaking. 


Rochester—Three second term classes 
Problems Credit Management, Princi- 
ples Economics, and Public Speaking 
will offered cooperation with the 
Univ. Rochester. the Jan. Forum, 
Leonard Berry, Forman Co., discussed 
personalized credit the retail field and 
George Lennox, Lincoln Alliance 
Co., presented the mercantile credit view- 
point and the bank’s problem granting 
credit. 

San Diego—Prof. Park Ewart, U.S.C. 
“Flying Professor,” has met his classes 
weekly airplane trips back and forth 
from Los Angeles for the past year. 


San Francisco—J. Early, Chairman, 
Ed. Comm., has announced cooperation 
with local high schools. Assn. members 
will address group meetings “Credit 
Management Profession.” Reorgani- 
zation the Chapter was effected 
meeting Jan. Dr. Paul Cadman, 
Pres., American Research Foundation, dis- 
cussed “What the American Way 
Life?” The local Chapter looking for- 
ward becoming one the largest. 


Seattle—Plans are complete for Chap- 
ter with courses cooperation with the 
Univ. Washington. 

Spokane—Chas. Adams, John 
Graham Co., Chairman, Ed. Comm., re- 
ports that Prof. Ernst Swanson, Washing- 
ton State Coll., will teach Credits and Col- 
lections the initial course offered the 
newly-organized Chapter. 


Elmer Garrison reports con- 
tinued interest the educational program. 
This Chapter has had long history 
educational achievement. 

New Chapters are being planned be- 
gin activities during the spring semester 
Tacoma, Sacramento and Fresno. 
the present time there are over NIC 
Chapters. the end the academic 
year expected that Chapters will 
active operation, increase over 
last year. More than twice many course 
certificates were issued the National of- 
fice this year than last. Another substan- 
tial increase anticipated for the coming 
year. The value the awards Associ- 
ate and Fellow the NIC indicated 
greatly increased number college 
graduates who are enrolling local 


News About Credit Matters 


Chapters 
awards. 
reached the National office from those re- 
questing transfer credit toward the awards 
for work previously done universities. 


and working toward 
Many transcripts records have 


Credit women sponsor 
education scholarships 


The first Natl Institute Credit Schol- 


arship was founded the New York 
their dear friend and advocate, Mrs. 
Pouch New York, was named, 
“The Helen Pouch Scholarship.” The 
Club has made this plan permanent part 
its activities. 

Through the success and encouragement 
the New York credit women, and under 
the leadership Jane Sweaf, Chairman, 
N.C.W.E.C, credit education became the 
major objective the Credit Women’s 
Clubs throughout the country for 1939-40, 
and the Clubs were urged sponsor 
Scholarships their local Chapters the 

Credit Women’s Clubs Los Angeles, 
Louisville, New York, Pittsburgh, Port- 
land, San Francisco, Seattle, and Utica, 
awarded Scholarships for the fall 1939, 
and the winners these awards have been 
participating classes Credits and 
Collections conducted the NIC each 
these cities. 

Credit Women’s Clubs Chicago, Min- 
neapolis, and Rochester, will award Schol- 
arships this spring for the NIC classes 
conducted their respective Associa- 
tion Chapters the fall 1940. 

Following the qualifications 
rules governing the 
made the CWC, any woman 
the employ member firm eligible for 
the examinations. 

All members are urged send the 
names deserving fellow workers for the 
competitive examinations. These recom- 
mendations can mailed the Secreta- 
ries the local Associations Credit 
Men that boast Credit Women’s Club 
sponsoring Scholarships. This objective 
worthy the consideration and support 
each Association member and every Asso- 
ciation Secy.-Mgr. 


San Francisco: 


The Jan. meeting the local CWC was 
addressed Mrs. Tsvetkoff, the 
Better Business Bureau 
“Current Fraud and Fake Schemes.” 
set booklets issued the Better Busi- 
ness Bureau, covering the activities the 
various departments the organization, 
was donated Mrs. Tsvetkoff the Li- 
brary the Club. 


Cleveland: 


The local CWC heard talk 
“Designs for Living” Frank Wharton, 
Merchants Finance Co., its meet- 


ing Jan. the Orchid Room 
fer’s Restaurant. 


Syracuse: 


The annual Xmas Party the 
CWG was held Tuesday, Dec. 19, 
the home Chairman Kathleen 
During the evening many novel 
were played. The girls contributed gifts 
toys which were given St. 
Maternity Hospital distributed among 
the poor and needy children. 


Denver: 


its Dec. meeting, the Denver 
had nomination officers for the 
year. After all business was disposed 
the balance the evening was given 
Xmas Party which was greatly 
joyed the members present. 
Jan. meeting was devoted election and 
installation officers. 


Newark: 


The first Xmas Party the New Jersey 
CWC was held the Hotel Douglas 
Dec. with approximately 150 attend- 
ance. turkey dinner, distribution 
gifts, dancing and singing Xmas Car- 
ols featured the evening. 

Jan. the club opened its new year 
with dinner meeting which 
Louis Starkweather the University 
Newark spoke. 


Los Angeles: 


The Feb. meeting LACMA’s Women’s 
Division will devoted entirely dis- 
cussion credit problems which promi- 
nent wholesale and retail credit managers, 
well Prof. Ewart the University 
Southern Calif., will take part. 
their Jan. meeting the members heard Ha- 
zel Hurst, founder and Pres. the Hazel 
Hurst Foundation for the Blind, which 
devoted the training “Seeing 
dogs aid the blind. 


New York: 


The first big event the new year for 
the CWG was luncheon and card 
party held Saturday afternoon, Jan. 20, 
Many favorable comments 
about the successful Christmas Party, 
which over 100 members and guests were 
present, were heard. 


Philadelphia: 


With Ralph Withington, Pres., 
Men’s Assn. Eastern Pa., 
and newly-chosen Assn. Exec. Vice 
Wiedersheim and Assn. Sec. 
Thomas attendance guests, the local 
CWC opened 1940 Jan. with its din- 
ner meeting the Arcadia. 


Rochester: 


The ‘annual Charity Bridge the Roch- 
ester CWG was held Mon., Jan. 29, 
the Seneca Hotel with the cooperation 
the members the local ACM. The pro- 
ceeds this affair toward the Xmas 
basket distribution sponsored the women 
members each year. 
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Forms New Firm 


with John Gerdes 


Randolph Montgomery, who 
has served general counsel the 
National Association Credit 
Men since his admission the 
Bar 1916, has announced the forma- 
tion partnership with Mr. 
John Gerdes under the name Gerdes 
Montgomery 
with offices One 
Wall Street, New 
York City. 

The new firm 
succeeds Mr. 
Montgomery’s 
former firm 
Gregory, Stewart 
Montgomery 
general counsel 
both the Na- 
tional Association 
Credit Men and 
the New York 


Mr. Montgomery 


SURVEY AND 
ANALYSIS 


FIRE AND ALLIED LINES 
CASUALTY COVERAGES 


Credit Men’s Association. 

The senior partners the firm are 
Mr. Gerdes and Mr. Montgomery. 

Association counsel, Mr. Mont- 
gomery has taken active part the 
Association’s successful efforts amend 
the Bankruptcy Law and has repre- 
sented the Associa- 
tion many other 
legislative matters, 
and has been the 
legal editor the 
Credit Manual. 

Mr. Gerdes 
recognized author- 
ity corporate re- 
organizations and 
corporation law 
and finance and 
the author 
three volume work 
organizations. and Mr. Mont- 
gomery were co-workers the Na- 
tional Bankruptcy Conference which 
prepared the Chandler Act. 

The new firm will specialize the 
law corporate reorganizations and 
corporation and estate practice. 


Buying Spurt 
Expected 


Producers and distributors dur- 
able consumers’ goods such automo- 
biles, electrical appliances and furni- 
ture look for considerable expansion 
installment buying this year. Credit 
cent the volume such sales. 

This estimate based expecta- 
tions that consumer purchasing power 
for the year whole should exceed 
that last year. The consequent in- 
creased feeling security consum- 
ers will encourage marked expansion 
installment commitments. 

The volume installment sales dur- 
ing 1939 was some percent greater 
than 1938, according estimates 
issued the Department Com- 
merce. The expansion the volume 
installment sales was accelerated 
during the final quarter, when pay rolls 
rose sharply. Pay rolls, measured 
the Department Labor index, 
rose percent from the beginning 
September the end December.— 


CREDIT REPORT” 
YOUR Insurance Set-Up 


OST-FREE and obligation-free you may obtain 


from any agent the Royal-Liverpool Groups 
Insurance Survey and Analysis which will— 


(1) show the insurable hazards peculiar your busi- 
ness, the extent which they are now covered, 
and breakdown your insurance costs; 


(2) point out any weakness your insurance pro- 


tection; 


(3) submit recommendations which may reduce the 


cost your insurance program provide for 
more efficiently. 


Why not let local representative the Royal-Liverpool 
Groups demonstrate his ability serve you means such 


Survey and Analysis? 


ONE HUNDRED FIFTY WILLIAM NEW YORK, N.Y. 


AMERICAN FOREIGN INSURANCE COMPANY BRITISH FOREIGN MARINE INSURANCE COMPANY, LTD. CAPITAL FIRE INSURANCE COMPANY CALIFORNIA 
THE LIVERPOOL LONDON GLOBE INSURANCE CO., LTD. THAMES MERSEY MARINE INSURANCE COMPANY, LTD. 


THE NEWARK FIRE INSURANCE COMPANY @ FEDERAL UNION INSURANCE COMPANY e@ 


Credit and Financial 


@ QUEEN INSURANCE COMPANY OF AMERICA 


ROYAL INSURANCE COMPANY, LTD. @ STAR INSURANCE COMPANY OF AMERICA 
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Are Your Problems? 


Group Sessions Next Credit Congress 
Program Questions 


The Credit Manager’s problems 
are many and varied. part 
can and does handle 
individual matters. Others are 
the problems his industry. 
others are the problems credit gen- 
erally. The primary purpose the 
Annual Credit Congress the Na- 
tional Association Credit Men 
assist the credit fraternity solving 
all them. 

The general session the Credit 
Congress devotes attention 
lems which are common all credi- 
tors. deals with the economic fac- 
tor, with matters legislation, insur- 
ance, and the general service activities 
which the Association maintains be- 
half its membership, such edu- 
cational activities, mediums for the 
exchange information between cred- 
itors, machinery for the rehabilitation 
liquidation involved accounts, 
protection against trade abuses, the 
maintenance proper code eth- 
ics, the treatment the professional 
crook, etc. those sessions the credit 


man finds his answers his 


problems. 


And then for his individual prob- 
lems and the problems his industry. 
assist the solution these, 
part the Credit Congress time 
There the credit man has the oppor- 
workers his industry handle their 
individual problems. Equally impor- 
tant, has the opportunity devis- 
ing ways and means working with 
others his industry the solution 
their mutual problems. 

industry meetings 
will play prominent part the next 
Annual Credit Congress scheduled for 
Toronto, Canada, May 19-23, 1940. 
Now the time for each member 
the Association assure that the in- 
dustry meetings Toronto provide 
him with the help, assistance and in- 
formation requires. greater 
degree than heretofore, industry meet- 
ing programs will designed treat 
with specific problems the industry, 


avoiding far practical dis- 
cussions general credit subjects. 
What are the problems your in- 
dustry you see them? And what 
are your individual problems which 


are certain the problems oth- 
ers your line? This invita- 
tion and opportunity for you 
take active part formulating the 
program for your industry meeting 
Toronto. Your industry chairman 
and committee charge the meet- 
ing ask for and invite your help the 
preparation their program. 

Here are the chairmen the vari- 
ous industry meetings. Give the chair- 
man the meeting you wish attend 
your thoughts important topics 
discussion your industry meet- 
ing. committee chairman your 


Engaged for half century 


making men and their 


enterprises more secure. 


FIDELITY and DEPOSIT 


COMPANY MARYLAND, BALTIMORE 


FIDELITY, 


SURETY AND 


BANKERS BLANKET BONDS 
BURGLARY, ROBBERY, FORGERY 
AND GLASS INSURANCE 
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HOW RETAILERS 
CAN INCREASE 

PROFITS FROM 
CREDIT BUSINESS 


retailer’s credit problem the prob- 
lem increasing his credit sales and re- 
ducing his costs doing charge 
writes Clyde Phelps, the well known 
authority credit problems. costs 
are caused mainly slow accounts. The 
retailer can control and reduce these costs 


introducing controlled credit and 
collection policy. 


One way left 


“Such policy will turn the majority his 
slow accounts into prompt-paying customers. 
Slow accounts will greatly reduced not 
virtually eliminated. 

“For most retailers this policy represents 
the one important way left get more 
profits from charge business. Other ways 
have been pretty well tried out. 

have tried the policy lax 
credit granting followed lax collections 
and found distinctly unprofitable. The 
policy liberal credit granting with close 
collections has usually ended slow collec- 
tions. Strict credit granting followed lax 
collections, third method much used today, 
yields unsatisfactory returns. None these 
methods produces full profit credit business. 

“There remains the method turning 
slow-paying customers into prompt-pays 
policy which definite collections 
well credit granting. This the 
and most profitable method 


Booklet sent free 


Wouldn’t help your retailer customers 
know more about this policy? 
Installment Dr. Phelps tells how 
use this method increase 
the profits from any charge 
business. You are invited 
send the coupon for 
copy without obligation. 
Additional copies for distri- 
bution your retailer cus- 
tomers will supplied for 
mailing costs only. 


HOUSEHOLD FINANCE 


CORPORATION and Subsidiaries 
Family 


one America's leading family finance 
organizations, with 266 branches 170 cities 

HOUSEHOLD FINANCE CORPORATION 
Dept. CFM-B, 919 Michigan Ave., Chicago, 


Please send without obligation copy 
trolled Installment 


| CONTROLLED 
| INSTALLMENT 


Name 


Auditing Procedure 
Affecting Credits 


from 31) ac- 
countants’ work the debtor were re- 
quested forward confirmation 
their balances used examination 
accounts receivable. 

far, positive confirmation 
sible was favor according testi- 
mony witnesses. The relation 
pendent certified accountants and the 
work the credit man receiving re- 
ciprocal information from other con- 
cerns regarding credit status very 
comparable. both cases reliance 
disinterested third party with 
whom neither the 
credit man have dealings specific 
nature regarding the case 
Thus confirmation receivables the 
accountant has taken the same as- 
pect credit information called for 
the internal credit man, although 
the purposes involved, course, are 
different. 

Concluding, must said that the 
credit man must rely financial state- 
ments, though subject 
limitations. Extending auditing pro- 
cedure greater accuracy step 
the right direction, and the credit man 
directly affected, being the No. 
beneficiary from the viewpoint in- 
ternal organization. 


FINIS 


New Books 


“THE VAMPIRE 
Guenter Reimann. The Van- 
guard Press, $3.00. 
Suppose, for the moment, that you 

are business executive whose firm 
needs buy 5,000 rubber tires. Since 
you are the U.S.A. your purchasing 
agent places the order and shortly you 
receive the tires. But you were 
the Germany today, your problems 
would only begin when you placed the 
order. 

First you would have get okay 
from the representative the Defense 
Industry assigned your plant. Then 
need okay from each the 
following: trade group leader, Cham- 
ber Business, Labor Front, Party 
Secretary, Import Control Board, the 
Foreign Exchange Board both the 
Reichsbank and the Ministry Eco- 
nomics. This would, with okay 


Yj, UG i, 
y 


from the Supervisory Board for rubber, 
get you Permit Purchase—two 
three months after you decided buy 
the 5,000 tires. But still not get 
the rubber tires. 

With your Permit Purchase 
then the auto tire Cartel (trade 
association) and receive 2,000 rubber 
tires and 4,000 (artificial 
rubber) tires. 

That the course business life 
Germany, reports Guenter Reimann, 
“The Vampire Economy,” which 
based official documents and smug- 
gled data. And that also the course 
business life other fascist-type 
nations, such Italy. 

That bureaucracy—complete, “ef- 
ficient,” deadening, disruptive. Wit- 
ness the recent, widely-reported flight 
Fritz Thyssen, German steel mag- 
nate and early Nazi supporter, from the 
very system helped establish giv- 
ing its sponsors his backing money 
and prestige. 

For unusual opportunity see 
behind the scenes one the parties 
the present war, this book un- 
paralleled. deserves the attention 
American business men. 
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“Since acted the Berk- 
shire Mutual agent's advice 
five years ago, the cost fire 
insurance our property has 
been materially reduced, and 
have saved hundreds 
dollars each year. have trans- 
ferred all personal insur- 
ance house and cars 
the Berkshire, and will pay 
you the same. Why not 
call the Berkshire agent today? 
Their folder, ‘Through Four 
Generations’, tells their com- 
plete story you are not fa- 


miliar with it.” 


BERKSHIRE 


MUTUAL FIRE 
INSURANCE CO. 


PITTSFIELD, MASSACH 


industry not shown, address your 
communication Credit Interchange 
and Industry Service Department, 
National Association Credit Men, 
Box 1398, Central Station, St. 
Louis, Mo. 

Advertising Media, Pugsley, 
Cleveland Press, Cleveland, 

Automotive and Petroleum Supply 
(Wholesale), Fields, Central 
Rubber and Supply Co., Inc., Indian- 
apolis, Ind. 

Banking, Chairman not yet selected. 

Brewers, Distillers, Wholesale 
uor, Davis, Bohemian Distrib- 
uting Co., Los Angeles, Calif. 

Building Material, Chairman not 
yet 

Cement (Secretary), Balestier, 
Jr., One Park Avenue, New York, 


Clothing, Wearing Apparel, Dry 
Goods, Chairman not yet selected. 

Coal and Solid Fuel, Chairman not 
yet selected. 

Confectionery (Manufacturers), 
Day, Schrafft Sons Corp., 
Boston, Mass. 

Drugs and Chemicals, Chairman not 
yet selected. 

Electrical and Radio, Moor, 
Graybar Electric Co., Detroit, Mich. 

Fine Paper, Chairman not yet se- 
lected. 

Food Products and Confectionery 
(Wholesale), Frank Gudgeon, Hills 
Bros. Coffee, Inc., Minneapolis, Minn. 

Food Products and Allied Lines 
(Manufacturing), Frank Wheat, 
Federal Match Sales Corp., New York, 

Footwear, Ball, Brown Shoe 
Co., St. Louis, Mo. 

Furniture, Floor Coverings and 
Home Furnishings, Chairman not yet 
selected. 

‘Hardware (Manufacturing), Wil- 
lard Becker, Norton Door Closer Co., 
Chicago, 

Hardware (Wholesale), Hol- 
land, Moore-Handley Hardware Co., 
Birmingham, Ala. 

Insurance, Don Campbell, Fidel- 
ity-Phenix Fire Insurance Co., Chi- 
cago, 

Iron Steel, Woollenweber, 
Wheeling Steel Corp., Wheeling, 
Va. 
Pratt Whitney, Hartford, Conn. 

Meat Packing, Chairman not yet 
selected. 

Paint, Varnish, Lacquer and Wall- 
paper, Harry Rhell, John Lewis 


Bros. Co., Philadelphia, Pa. 

Paper Products and Converters, 
Stolz, American Box Board Co, 
Grand Rapids, Mich. 

Petroleum Refiners, Butcher, 
Cities Service Oil Co., Chicago, 

Plumbing Heating, John 
Brown, Jr., Hajoca Corp., 
phia, Pa. 

Public Utilities, Offer, The 
Detroit Edison Co., Detroit, Mich. 

Stationery, Publishing, School and 
Office Supplies, Chairman not yet 
lected. 

Textile, Nash Eldridge, 
Stevens Co., New York, 


Natural Business 
Year Offers Money 


Saving Opportunities 
statement made Henry 


Heimann, executive manager 

the National Association Credit 

Men, meeting the Natural 
Business Year Council especial 
interest. 

The Council was formed for the 
purpose promoting the use the 
natural fiscal year corporations 
the keeping their accounts and 
preparation their annual statements. 

Mr. Heimann’s statement: 

business and industry are 
coming the end another calendar 
year with thousands companies rush- 
ing close their books account 
the holiday and post-holiday seasons 
when they should closing them 
other times the year. 

come tax requirements keeping the 
majority American corporations 
accounting basis measured the 
calendar year ending December 
when they should taking advantage 
low inventories, receivables and 
liabilities which occur the end 
their true natural years. 

“Prior 1909, almost all com- 
panies this country were the 
natural business year basis. 
year, the first corporation tax law was 
passed Washington, with one its 
requirements being that all companies 
must report the basis the calendar 
year. 1913, the first Federal in- 
come tax law removed this require- 
ment, but many executives still labor 
under the belief that they must report 
the calendar year. This not 
true. 
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stocks Dec. over the previous year was 4.4 percent ahead Dec. 1937. There 
end the sharpest experienced this have thus been fourteen consecutive months 
monthly series. While this movement which sales have been reported, this 
corresponding 
del Burea situation, should noted that inventories month the previous year. 
reported this group wholesalers were the case both the wholesale and 
Wholesalers inventories down 13.9 percent 1938 from Dec. 1937. trades, the sharpest gains wére noted 
end year The hardware, grocery and dry goods the Fall, when, for instance, Oct. 
are the ones with most influence on the manufacturers’ sales were reported 25 per- 
and Wholesalers’ inventories were 10.9 figure. cent ahead Oct. 1938. The smallest in- 
percent from Dec. 1938, based re- During 1939 whole, sales 2,276 crease noted this series occurred Feb., 
ports from 1,500 wholesalers reporting wholesalers amounting $1,956,218,000 9.0 percent gain over 1938. For 
the Bureau the Census connec- 6.7 percent above the year 1938. This year whole, sales amounting 
with the monthly survey conducted coincides closely with the 6.4 percent were reported, _increase 
with the National Association sales $2,497,000,000 reported 12.5 percent over the preceding year 
Credit Men. Dec. the fifth consecutive for 1939 over 1938 independent retail- identical firms. 
month 1939 that the dollar volume survey conducted The Federal Reserve Board index pro- 
showed increase over the the the Census. duction for manufactured goods rose from 
corresponding month 1938. Manufacturers’ sales 104 for Dec. 1938 129 for Dec. 1939. 
Sales, reported 2,608 wholesalers, 1938 The increase manufacturers’ sales re- 
were 4.4 percent from Dec. 1938. Both over ported this current survey associated 
and inventories were down from Sales manufacturers increased Dec. with this increased activity the part 
Nov., 4.8 percent and 1.8 percent, respec- 1939 over the corresponding month The relations, however, be- 
The respective trends the 14.6 percent based 1,618 reports re- tween these series and new orders, inven- 
resulted increase the ratio ceived from manufacturers. This increase tories and wholesale and retail sales indi- 
inventories sales from 166 important since Dec. 1938, the period cate that some readjustments may likely 
172 Dec. 1939. The increase with which the current month compared, occur. 
. 
MANUFACTURERS’ sales and collections accounts receivable, December 1939 
the 
the Dollar Sales Sales For Mos. 1939 Collection Percentages* Total Accounts Receivable 
Percent change Percent Percent change 
firms Dec. Nov. (000’s) firms Mos. (000’s) firms Dec. 
1938 1939 1938 1938 1939 
Food and kindred products, total............... $82,411 429 5.6 $898,619 313 123 134 120 +12.9 2.6 $57,163 
Flour, cereals, and other grain mill products. +10.4 0.5 6,513 5.5 76,420 130 140 6.5 9.4 4,442 
Other food products........... 9.6 35,833 121 +11.1 352,682 103 109 128 107 1.4 23,771 
Textiles and their products, +11.7 25,340 121 +15.8 313,220 114 +17.6 5.8 39,269 
Clothing, women’s, except millinery. 2.9 —19.4 1,355 9.8 18,206 6.3 —21.9 2,498 
the Lumber, timber, and other miscellaneous 
Paper and allied products, total................. +18.5 6.5 19,338 115 +14.6 191,764 102 3.2 21,576 
the Paper, boxes and other paper +18.7 —14.4 10,014 +16.5 98,615 102 105 104 0.3 11,226 
age Chemicals and allied products, total............. +21.0 9.6 16,084 127 +19.3 222,408 113 +14.7 6.2 22,868 
Leather and its products, total.................. 5.4 19,796 100 +13.1 290,444 57] +13.9 —10.4 40,160 
Leather: tanned, curried, and 0.6 6,571 +19.0 81,256 +20.2 —12.9 7,448 
+47.9 7.7 35,833 153 +35.7 372,971 141 +42.5 2.5 42,840 
its +28.7 —29.4 1,981 +18.4 26,693 +24.8 —13.7 4,045 
re- +35.5 3.5 14,561 108 +22.5 167,423 +28.1 1.9 19,469 
ort +12.5 $3,938,963 1,383 $365,553 
not 
percentages are obtained dividing collections accounts receivable for identical group firms. 
Includes Shades, Globes, Reflectors, etc. 


y 
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sales and inventories, geographic divisions, December 1939 


Dollar Sales Sales For Mos. 1939 End Month Inventories (Cost) 
Geographic Division Percent 


1939 1938 193 
Dec. Nov. sales 1938 stocks Dec. 


1938 1939 1938 


D © Or 


Middle Atlantic 
Automotive supplies. 
Clothing and furnishings, except shoes. 
Shoes and other footwear 
Drugs (without liquor department)....... 
Dry goods 
Electrical goods 
Fresh fruits and vegetables 
Furniture and house furnishings......... 
Groceries and foods, except farm products 
Meats and meat products 


WORD 


Heavy hardware 
Industrial supplies* 
Plumbing and heating 
Jewelry 
Lumber and building materials 
Machinery, eqpt. supplies, except elec. 
and its products 
Tobacco and its products....... 

East North Central.... 
Automotive 
Paints and varnishes 
Clothing and furnishings, except shoes. 
Drugs (without liquor department)....... 
Dry goods 
Electrical goods 
Fresh fruits and vegetables 
Groceries and foods, except farm products 
Meats and meat products................. 


Doe 


w 


General hardware 
Industrial supplies* 
Plumbing and heating supplies........... 
Jewelry 
Lumber and building materials 
Machinery, eqpt. except elec. 
Surgical equipment and supplies 
Metals 
and its products 
Tobacco and its products................. 
West North Central 
Automotive supplies 
Dry goods 
Electrical goods 
Fresh fruits and vegetables 
Furniture and house furnishings 
Groceries and foods, except farm products 
General hardware 
Industrial supplies* 
Plumbing and heating supplies 
Machinery, eqpt. supplies, except elec. 
and its products 
Tobacco and its products... 
South Atlantic 
Automotive supplies 
Drugs (without liquor 


to 


or 


| OF 


Electrical goods 
Fresh fruits and 
Groceries and foods, except farm products 
Confectionery 
General hardware 
Industrial supplies* 
Plumbing and heating supplies 
and its products 
Tobacco and its products 
East South Central 
Dry goods 
Electrical goods 
Groceries and foods, except farm products 
General hardware 
Industrial supplies* 
West South Central 


nw 


ted AA OON SS 


| 


o 


nue 
anor w 
a 


Dry goo 
Electrical goo 
Groceries and foods, except farm products 
General hardware 
Tobacco and its products 
Mountain 
Automotive supplies 
Electrical goods 
Groceries and foods, except farm products 
General hardware 
Pacific 


om 


bo 


Or 


Ty goo 

airy and poultry products 


DONONS 


o 


Machinery, eqpt. supplies, except 
Tobacco and its 


15,040 


o 


*This heading also includes distributors mill, mine and steam supplies. 
—Insufficient data show separately. 


#These Stock-Sales ratios are percentages obtained dividing stocks sales for identical group firms. 


939 
Groceries and foods, except farm products 7.5 991 177 157 145 
107 2.7] 4,129 151 130 152 
195 11 + 6.9] +1 — 5.9 16 20 23 23 
+18.8 852 237 262 196 
Drugs (with liquor department).......... 0.4 3,236 248 244 277 
—10.0 1,899 313 260 242 
— — — — — 
Groceries and foods, except farm products —10.3 —10.4 6,259 7,856 176 146 160 
Wines and spirituous liquors............. +23.8 +28.8 1,108 1,573 149 161 192 
Lumbe uilding materials 329 4,907 561 211 223 173 


WHOLESALERS’ sales and inventories, December 1939 


Dollar Sales Sales For Mos. 1939 End Month Inventories (Cost) 


Percent change Percent Percent change 
Number Dec. Mos. Number Dec. 
sales Dec. Nov. sales 1938 stocks Dec. Nov. 
1938 1939 1938 1939 


Business 


Automotive 173 —14.1 2,785 144 7.4 26,833 0.3 3,175 236 235 204 
and varnishes......................... +15.2 —19.0 357 2.0 6,109 5.6 722 322 381 279 
Clothing and furnishings, except shoes....... +10.3 2,065 5.4 25,496 4.8 1,074 103 139 

76 — 0.5] + 3.3 9,804 66 + 3.7 92,194 46 + 5.9] — 3.5 10,198 | 209 | 198 | 229 

Without liquor department 0.2 5,953 4.0 64,553 8.1] 3.5 4,328 184 162 
With liquor department...... 18 +4.9]+ 8.5 3,851 13 + 3.0 27,641 16 + 4.3] — 3.4 5,870 | 232 | 235 | 254 
NS Te ree 230 +31.6 | +22.2 15,505 215 +21.8 129,410 189 +12.1 | —17.0 11,536 81 97 | 120 
Dairy and poultry products................. 19 +7.0}—0.1 2,013 18 — 0.7 22,510 12 —13.3 | — 9.1 630 49 61 54 
Fresh fruits and vegetables.................. 76 — 4.6]— 0.9 2,013 64 + 1.5 21,991 51 + 8.5 | —10.9 763 54 48 60 
236 7 + 4.8 5,722 4 +20.9 | +14.8 295 | 434 | 444 | 367 
Furniture and house furnishings... ... ie 49 + 8.7] —11.3 2,841 41 +20.3 33,208 25 +24.4] + 0.6 4,436 | 240 | 208 | 205 
Groceries and foods, except farm products. 673 5.7 44,882 605 528,240 377 +10.8 5.3 42,337 175 151 172 
Full-line 354 2.6] 3.8 18,297 325 211,172 184 +14.1 7.0 19,176 184 158 189 
Voluntary-group wholesalers............. 180 6.3 16,083 167 0.7 197,164 117 6.2] 7.0 14,127 194 171 195 
SS EET. 26 + 5.4]+ 9.3 661 18 + 5.2 5,782 12 — 2.9 | —12.6 166 59 66 71 
Meats and meat products.................... 68 + 4.6}]— 1.9 11,598 55 +11.0 136,765 44 22.1] — 0.8 1,561 53 45 51 
33 + 4.5] + 9.9 368 26 + 2.9 4,136 26 + 6.3 | — 9.6 85 31 30} 38 
Wines and spirituous liquors................ 4,642 —10.3 32,729 +16.2 +10.9 5,647 130 114 171 
Total hardware group....................... 390 +13.3 |] — 8.8 24,159 339 +12.7 265,867 233 +10.6 | — 0.4 40,512 | 278 | 288 | 250 
General hardware......... , 139 + 8.0] — 9.9 14,483 126 + 9.2 165,194 85 +11.4}] — 0.8 28,465 | 314 | 307 | 277 
Heavy hardware................ 20 +18.6 | —11.8 811 20 +13.3 8,933 16 +15.5 | + 3.1 2,007 | 275 | 284 | 234 
Industsial supplies®....................- 136 +26.2 | — 0.2 5,673 lll +20.6 53,533 85 + 7.0} — 0.3 7,308 | 215 | 265 | 218 
Plumbing and heating +16.5 —16.3 3,192 +18.3 37,207 1.3 2,732 200 211 156 
Lumber and building materials........... +17.1 —23.8 2,305 +18.9 31,185 2,653 173 212 134 
Machinery, supplies, except electrical +32.5 4.9 1,745 8.8 17,807 1.3 2,737 271 428 255 
Surgical equipment and supplies............ 35 + 6.1] — 2.3 630 29 +12.3 6,292 20 +9.8]+ 0.8 726 | 182 | 186 | 182 
19 +43.4 | —15.4 1,559 15 +29.6 15,941 12 +19.3 | +12.0 2,685 | 228 | 288 | 187 
Paper and its products....................... 92 +12.2 |] — 7.1 5,205 71 +10.9 44,791 47 + 8.4]— 0.4 5,118 | 174 | 180 | 168 
+ 6.6 | —10.8 1,996 9 + 2.6 25,053 7 —1.4]}]—1.9 1,426 72 7 65 
Leather and shoe findings.................... 4.3 —28.6 222 4.5 3,226 —16.5 8.2 101 439 403 314 


*This heading also includes distributors mill, mine and steam supplies. 
data show separately. 


#These Stock-Sales ratios are percentages obtained dividing stocks sales for identical group firms. 
##Total Sales, including liquors, wines, etc. 


1Not affiliated with voluntary cooperative groups 


WHOLESALERS’ accounts receivable and collections, December 1939 


Collection Percentages* Total Accounts Receivable 


Percent change 
Number December 1939 from 
Kind Business firms December December November Dec. 
reporting 1939 1938 1939 December November 1939 


1938 1939 


Automotive 


63 — 6.0 — 3.7 
Paints and varnishes.............. —15.9 
Clothing and furnishings, except shoes. —1.9 —19.3 
Drugs and drug sundries.......... 3.9 
With liquor department...... 4.7 5.2 
Fresh fruits and 117 2.5 1.2 
Groceries and foods, except farm products. 
Meats and meat products.............. 168 7.5 3.3 
Heavy hardware....................... +22.4 6.3 
Industrial +21.3 4.7 
Plumbing and heating supplies +15.6 9.5 
62 + 6.9 — 7.6 

+16.2 —11.3 

+20.9 1.5 

+32.0 

+12.4 2.8 

Tobacco and its products... 114 7.2 
Leather and shee +24.6 5.5 


$213,054 


Collection 


percentages areobtained dividing the collections accounts receivable for identical group firms. 


This heading also includes distributors mill, mine and steam supplies. 


New En 
Elec 


Sout 


Eas 


Tob 
Aut 
Sho 
Ele 
Fre 
East 
B 
West 
( 
$3,806 
923 
1,034 
4,737 
9,338 
4,343 
10,078 
6,529 
3,549 
24,941 
15,701 
1,174 
1,117 
289 
5,433 
39,439 
15,735 
15,240 
1,712 
6,752 
452 
7,071 
4,007 
40,625 
26,130 
1,202 
7,375 
5,918 
6,066 
109 
4,333 
2,909 
1,212 
2,081 
8,031 
1,686 
6,356 
607 
5,068 


accounts receivable and collections, geographic divisions, December 1939 


Number 
Kind Business and Region firms 
reporting 
Groceries and foods, except farm products................... 
Plumbing and heating 
Clothing and furnishings, except shoes....................... 
Drugs (without liquor 
Furniture and house 
Groceries and foods, except farm products................... 
Plumbing and heating 
Lumber and building materials................... 
Machinery, equipment and supplies, except electrical........ 
Clothing and furnishings, except 
Drugs (without liquor 
Groceries and foods, except farm products................... 
Industrial supplies**............. 
Plumbing and heating supplies. 
Lumber and building 
Machinery, equipment and supplies, except 
Surgical equipment and supplies..................... 
Paper and its products........... 
Tobacco and its products... 
West North 240 
Automotive supplies.................... 
Fresh fruits and 
Furniture and house 
Groceries and foods, except farm products................... 
equipment and supplies, except electrical........ 
Groceries and foods, except farm products................... 
Plumbing and heating 
118 
Groceries and foods, except farm products................... 
Drugs (with liquor 
Groceries and foods, except farm products................... 113 
Machinery, equipment and supplies, except 
Fresh fruits and 
Groceries and foods, except farm products................... 
Shoes and other 
Furniture and house 
Groceries and foods, except farm products................... 
Plumbing and heating 
Machinery, equipment and supplies, except electrical........ 


Collection Percentages* 
December December 
1939 1938 1939 
139 145 
168 172 184 
100 
172 158 161 
19 19 16 
72 61 68 
127 125 120 
22 21 29 
96 81 68 
141 139 126 
103 
101 113 
125 124 118 
69 67 60 
175 187 164 
127 144 120 
110 109 
61 63 64 
224 223 190 
62 65 62 
112 126 110 
97 95 96 
4s 50 48 
60 56 64 
62 61 58 
94 101 93 
82 76 64 
101 
70 75 66 
142 142 132 
104 106 
174 175 172 
107 
161 162 176 
107 109 103 


Collection percentages are obtained dividing the collections accounts receivabie for group firms 
This includes distributors mill, mine and steam supplies. 


STATES COM 
Ohio, Wisc.); West North Central—(Iowa, Kans 


East South 


(Del., 


mber 


Total Accounts Receivable 


Percent cha 
December 1939 from 


December November 
1938 1939 


+24. 
+23. 
—13. 
—1. 19. 
17. 
+18. 
+18. 
+13. 
+13. 
+33 
+36 
+20 
+11 20. 
+14 12. 
+21 14. 


noe 


+13. 
+26. 
14. 
+39. 
+10. 
+19. 
+11. 14. 
+20. 
+14. 
+25. 
+11. 
+12. 
+16 
18. 
+15. 
+10. 
+11. 
+11. 10. 
+39. 
+16. 
+35. 
+10. 
+12. +11. 
+36. 
+26. 
+35. 
+26. +17. 
—10. 
+22. 
—10. 
+34. 
+22. 
+21. 
+18. 
+25 


Ga., Md., Car., Car., 


RISING DIVISIONS: New Me., Mass., Vt.); Middle Y., Pa.): East North Ind., Mich., 
Minn., Mo., Nebr., Dak., Dak.); South Atlantic— 


Central —(Ala., Ky., Miss., Tenn.); West South Central—(Ark., La., Okia., Texas); Mountain—(Aris., Colo., Idaho, Mont. Nev. N. Mex. Utah 


Wyo.): 


$12,048 
1,201 
657 
246 
47,501 
3,786 
1,576 
2,382 
4,588 
2,928 
8,118 
2,368 
3,112 
610 
2,073 
977 
1,388 
183 
3,684 
1,316 
34,818 
733 
449 
613 
1,386 
2,873 
8,001 
637 
1,136 
1,281 
3,674 
681 
304 
493 
1,278 
2,074 
1,962 
38,919 
554 
9,435 
1,401 
138 
2,213 
2,951 
5,684 
253 
741 
772 
509 
134 
18,680 
573 
1,371 
2,052 
2,718 
212 
2,795 
229 
3,360 
899 
573 
530 
268 
11,801 
2,591 
1,595 
3,421 
455 
17,285 
1,687 
2,540 
1,533 
5,374 
1,747 
5,485 
125 
545 
26,517 
837 
348 
1,678 
2,067 
579 
344 
1,042 
6,684 
576 
928 
4,990 
415 
875 
9 674 
299 
0 1,079 
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